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Enjoy the profits to be made from selling the most efficient 
light in industry —the General Electric High Intensity Mer- 
cury Vapor Lamp. Providing 40 lumens per watt, this lamp 
doubles industry’s productive light at no increase in current 
costs. Your customers gain the inherent advantages of Mer- 
cury Vapor Light plus the convenience of a standard Mogul 
screw base for vertical mounting. 

The General Electric High Intensity Mercury Vapor Lamp 


has a rated average life of 2000 hours and is self-starting on 














either 110- or 220-volt, 60 cycle circuits with specially- 
designed General Electric Ballast units. Conventional lumi- 


naires of proper types are available to provide efficient light 





distribution for every type of lighting. A booklet which de- 
scribes this light in detail may be had by writing to: 


vices which were designed 

especially for this lamp 

from the General Electric General Electric Vapor Lamp Co. Incandescent Lamp Department 
Vapor Lamp Company. 891 Adams Street, Hoboken, N. J. Nela Park, Cleveland, Ohio 


Order your auxiliary de- GENERAL (36) ELECTRIC 
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UT on the coast last month a retailer was fined 
$500 and given a suspended jail sentence of five 
years for violating the “selling below cost” pro- 

vision of California's Unfair Practice Act. Two su- 
perior court decisions have upheld the constitutionality 
of this law, which must not be confused with that state’s 
Fair Trade Act. 

Fair Trade Acts, now on the statute books of several 
states, generally contain a provision forbidding retailers 
to sell any product below the price set by its manufac- 
turer in a contract with any retailer in the state. Al- 
though sustained by the California Supreme Court, this 
provision has been declared unconstitutional by a New 
York court. The New York decision, however, was re- 
stricted to this single provision. Contrary to the gen- 
eral impression, it had nothing to do with unfair trade 
practices such as selling below cost. 

Legislation which would outlaw unfair trade prac- 
tices is pending in Washington, and apparently has 
about an even chance of being passed at this session of 
Congress. If not passed this year, there will un- 
doubtedly be legislation along these lines next year. 
Unquestionably we shall soon have both state and Fed- 
eral laws prohibiting unfair trade practices, including 
sales below cost. 

What, then, is cost? It is generally recognized that 
the total expenses of the average electrical wholesaler 
amount to better than 20 per cent of his sales. This 
figure varies, however, with the size and location of the 
individual house. It also varies on different commodi- 
ties. What are these variations? Unfortunately, no 
one knows. 

An excellent study was made by an NEWA com- 
mittee in 1933, but this covered only the three national 
wholesaling organizations and was made over a period 
when operating conditions were far from normal. To- 
day a new and comprehensive cost study of the elec- 
trical wholesaling trade is urgently needed. 

Late in 1935 the Department of Commerce, expect- 
ing to receive an allotment of WPA funds, offered to 
make such a study without cost to the industry. Messrs. 
Nichols, of the General Electric Supply Corp., and 
Gardiner of Graybar, prepared a detailed outline of ac- 
counting methods to be used. The Washington experts 
declared it was the best method they had studied. It 
was proposed to study nine houses—three national and 
three independent—which were to be carefully selected 
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What Is Cost? 


by a committee from NEWA so as to give a true cross- 
section of the industry. Actual costs were to be deter- 
mined on some 40 key commodity lines, with separate 
data on consigned stocks. 

Unfortunately, the proposed WPA allotment failed 
to materialize. Certain strings were attached to the 
offer of funds which would have prevented the Com- 
merce Department from using competent personnel and 
carrying the project through to completion. In several 
distributing trades, however, where similar studies had 
been planned, the industries themselves supplied the 
necessary funds so that the Department could proceed. 

Dr. White, chief of the marketing research division 
of the Bureau of Foreign and Domestic Commerce, has 
offered to cooperate in an electrical wholesaling study, 
and to provide for complete supervision out of his 
regular budget, provided the industry will meet clerical 
and field costs, estimated at $8,800. (NEWA author- 
ized an expenditure of $12,000 last year for a cost 
study of lamps alone.) 

The decision rests with the members of NEWA, 
when they meet at Hot Springs next month. 


CCURATE cost data, obtained from an authoritative 

and unbiased source, such as the Department of 

Commerce, should be of inestimable value in securing 
adequate profit margins from manufacturers. 

Accurate cost data, which would be fully interpreted 
by a series of articles in ELECTRICAL WHOLESALING, 
would provide independent wholesalers with a valuable 
check on their own individual performances. 

Accurate cost data, providing a knowledge of whole- 
salers’ costs on principal commodities, should tend to 
improve market conditions by discouraging price cut- 
ting. 

Accurate cost data, obtained now, would place the 
industry in a position to benefit to the fullest extent 
from state and Federal legislation prohibiting sales be- 
low cost. 

And $8,800, divided among the 475 houses that are 
members of NEWA, would amount to less than $20 per 
house. It appears that Dr. White’s offer is a bargain. 


7 Renton. 
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PROTECTIT 
Shown Actual Size 


PROTECTIT 


‘New Auxiliary Circuit Breaker 
th a thousand uses} 


The PROTECTIT is the newest COLT-NOARK development—a compact, 
simple switching unit that also provides automatic overload protection. 
Rugged in construction—built to stand up under continuous operation— 
and designed to protect motors up to 1 H. P. against damaging overloads. 
Install the PROTECTIT in homes for operating and protecting small 
motors on washing machines, oil burners, refrigerators and other elec- 
trical appliances. For industrial use install the PROTECTIT on machines 
and tools for efficient motor control and protection. 














Two types are available—Type “B” with fixed ampere rating and 

Type “BH” adapted for using any one of nineteen differently 

rated heaters. The switching is dualbreak—and automatic 

overload protection is accomplished by a bi-metallic latch. The 
Toggle type operating mechanism is unusually showing the adaptatior 

PROTECTIT simple and the handle entirely trip free. The ‘ound Loita: bee 

in steel cabinet. PROTECTIT is completely enclosed in a 


Flush or surface i . 
mounting. rugged, attractive molded casing. 


Look into this newest Colt-Noark product — it holds sales and profits for YOU! 


COLT’S PATENT FIRE ARMS MFG. CO., ELECTRICAL DIVISION HARTFORD, CONN. 
Boston, New York, Chicago and Philadelphia. H. B. Squires Co., Pacific Coast Representative 


00 Years of Manu 
atte facturing Experience 
back f Every Colt 


Built Product 
SWITCHES - MOTOR STARTERS - FUSES 
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Members of NEWA Prepare For 
Return To Hot Springs 


Tentative program, announced by Managing Director Tolles, 
provides ample opportunity for recreation, with special en- 


tertainment for the ladies. Committee meetings and general 


sessions will occupy four days, May 4 to 7. 


FTER an absence of six years, members of the 
National Electrical Wholesalers Association are 
again looking forward to a trip to Hot Springs, 

Va. Present indications point to a record attendance. 
While all details have not yet been announced by the 
program committee, nevertheless wholesalers are assured 
that there will be plenty of opportunity for relaxation in 
between committee meetings and convention sessions. 

Members of the executive committee will arrive on 
Sunday, May 3, while members of the various commodity 
committees will meet all day Monday. Tuesday morning 
will be given over to the usual conferences between these 
committees and representatives of the manufacturers. 
The reports of these meetings will be reviewed and ap- 
proved at a special evening session of the executive com- 
mittee on Tuesday evening. 

Directly following luncheon on Tuesday four districts 
will caucus to select candidates for election to the execu- 
tive committee to succeed W. J. Drury, Karr Parker, 
F. R. Eiseman and C. B. Nelson, whose terms expire 
this year. 

At 2:30 on Tuesday afternoon the convention will 
formally open with a general session for members and 
guests. The Atlantic and Central divisions will meet 
later that afternoon when executive committeemen will 


be elected as well as division chairmen 
to succeed H. J. Baitinger and S. 
Rosenthal. A successor to W. J. 
Kranzer, outgoing executive commit- 
teeman-at-large, also will be nomi- 
nated at the Atlantic division meeting. 

Wednesday morning will be de- 
voted to a general session for mem- 
bers. In the evening a session will 
be held at the Casino. Arrangements are being made for a 
speaker of outstanding prominence. Special entertainment 
will also be provided, in addition to which the golf tourna- 
ment and contest prizes will be awarded. 

The final session of the convention is scheduled for 
Thursday, May 7, at 10 A.M. 

Plans include a golf tournament for the manufacturers 
on Wednesday morning and for members in the after- 
noon. In the latter tournament the Curtis Lighting 
Trophy will be the winner’s prize. This has been out of 
competition since 1931, when it was won by the late 
Harry Goodell in the last tournament played. Other 
winners have been E. A. Hawkins, 1930, and W. E. 
Robertson in 1929. Besides this trophy numerous other 
prizes will be awarded in both the manufacturers’ and 
members’ tournaments. 

Managing Director E. Donald Tolles announces that 
special arrangements are being made to provide diversion 
and recreation for the ladies, including bridge, putting 
contests, sightseeing trips and dancing. “There are, of 
course,” Mr. Tolles says, “the many other diversions 
available to patrons of the Homestead. In view of this 
special program, it is expected that more than the usual 
number of members will bring the ladies of their families 
with them this year for a real Spring vacation.” 
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Wholesalers In Flooded Areas 
Render 24-Hour Service 


Telegraphic survey, made by “Electrical Wholesaling” on March 24, 
indicates wholesalers suffered little damage. Those in path of floods 


moved stocks before high water arrived. Heavy demands reported 


for flashlights, fuses, heaters, wire, tape, sockets and safety switches 


Pittsburgh 


By SPECIAL CORRESPONDENT. “Flash- 
lights and batteries were in unusual de- 
mand when flood-wrought Pittsburgh 
was without electric lights or electric 
nower of any kind. Although some of 
the electrical wholesalers in Pittsburgh 
were flooded out, the remaining ones 
kept open day and night supplying im- 
mediate electrical necessities. When the 
stock of flashlights and batteries ran 
out at the Keps Electric Co., according 
to A. D. Pluskey, three truckloads were 
sent from Cleveland. These trucks were 
given police escort to Cleveland’s city 
limits, and then brought into Pittsburgh 
under Red Cross permits. 

“Heavy cable, heavy switches and 
fuses are in urgent demand and elec- 
trical contractors are working diligently 
to establish temporary overhead feeders 
into stores and office buildings so that 
when power is again resumed, it can be 
utilized in the flood stricken buildings. 

“Thousands of dollars worth of dam- 
age has been done to electrical equip- 
ment in buildings, and it will take con- 
siderable time to dry and clean out safety 
switches, feeders and switchboards of 
these buildings. Therefore, the first job 
is to get cable into the big buildings and 
erect temporary switchboards. This will 
call for considerable equipment from 
wholesalers.” 

H. H. Tutty, Dousiepay HILL 
Evecrric Co. “Our flood loss only 
minor. General loss indefinite but should 
run several hundred million. All manu- 
facturers cooperating wonderfully in 
getting all needed supplies in quantities 
such as wire, safety switches, tape, fuses, 
etc. The spirit of Pittsburgh people op- 
timistic. Anticipate tremendous busi- 
ness next 90 days. Giving near normal 


service all through without heat or 
power.” 
W. L. Faper, GENERAL ELECTRIC 


Suppty Corp., “Flood area still under 
martial law which makes it difficult for 
customers to reach our place of busi- 
some unable at all. Still without 
light, power and telephones. Starting 
today we are delivering, shipping, and 


ness, 
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receiving in limited quantities. Normal 
operations at least week or ten days 
away. Demand so far principally for 
rubber covered and lead covered wire. 
No acute shortage of any materials as 
yet. Our loss very slight, principally 
laundry equipment, ranges and conduit. 
Impossible as yet to ascertain suitable 
materials for rehabilitation, water is still 
being pumped out of many buildings. 
Materials supplied so far are principally 
for emergency work.” 


Wilkes-Barre 


I. TomBEeRG, TOMBERG ELEctTRIC SuP- 
pty Co. “Flood damage very bad. Can- 
not estimate damage to stock as yet; it 
is heavy. Hope to resume normal busi- 
ness April 3. Basement full of water 
being pumped now. Big demand for 
fuses of all types.” 


Wheeling 


Pete Front, THE Front Co. “We 
moved out our stocks without loss and 
returned them yesterday. Doing busi- 
ness as usual. Shortage on wires, fuses, 
safety switches at present. Unquestion- 
ably all electrical items in large quan- 
tities will be needed when rehabilitation 
gets further under way.” 

Sanps Exectric Co. “Worst flood in 
Wheeling’s history. Heavy damage to 
homes and business houses. We had 
water in basement for first time. Ma- 
jority of stock moved and our damage 
small. We are operating normally. 
Heavy demand for flashlights, batteries, 
and electric hot plates. Expect large 
demand for wiring materials. Many 
motors damaged.” 


Harrisburg 


DAUPHIN ELECTRICAL SuppLy Co. 
“Flood conditions throughout this sec- 
tion caused wide-spread damage gen- 
erally. We have already resumed nor- 
mal operations and have adequate stock 
for all expected demands. Lines needed 
in substantial quantities will be wire, 
armored and _ non-metallic cable, 
switches, etc.” 


Binghamton 


I. E. GREENE, SOUTHERN TIER ELEc- 
TRICAL SuppLty Co. “Many cellars still 
to be pumped out, especially in business 
sections. 3,000 meters will have to be 
scrapped. Our stock not damaged. Dur- 
ing height of flood we supplied much 
heavy construction material to local 
utility. Several hundred homes of people 
in moderate circumstances, flooded last 
July and since re-furnished and re- 
decorated throughout, again flooded. 
This should affect our appliance sales.” 

E. C. WEHLE, WEHLE ELEctTRICc Co. 
“The press has exaggerated conditions 
in Binghamton. This city has suffered 
little in comparison with Pittsburgh or 
Hartford. We had a flood last July in 
this section which did considerably more 
damage than the recent one. 

“There was no damage to our stock 
and we never suspended operations. 
There is no immediate shortage of elec- 
trical merchandise in this territory. 

“Most of the damage was caused by 
flooded cellars and basements. The city 
was very fortunate in not having any 
fires, as the water was turned off for 
about 24 hours, as well as the gas. 

“Today business is normal in the city 
and the effects of the flood are hardly 
noticeable.” 


Albany 


CHARLES RusSsELL, Esco ELEctTRIC 
Suppty Co. (Consolidated telegram 
from the Albany group of electrical 
wholesalers.) “Actual damage by water 
to electrical stocks did not exceed few 
hundred dollars. Some expense incurred 
moving goods but total damage to 
Albany wholesalers within thousand 
dollars. Replacements due to local water 
damage negligible.” 


Troy 


HiNnspALE Evectric Co. “Damage to 
our stock very slight. Operations 
throughout this section practically nor- 
mal. No shortage of material that we 
know of in this section. Lumber com- 
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panies on the river front and the Ford 
plant suffered the most damage. Cham- 
ber of Commerce has made survey and 
reports Troy suffering mostly from in- 
convenience.” 

GENERAL ELectric Service. “Our 
stock suffered no actual damage in re- 
cent flood. Have already resumed nor- 
mal operation. No immediate shortage 
of any kind of materials in our territory. 
This applies as far as we know to other 
wholesalers in vicinity.” 


Holyoke 


JoHN M. Newton, Oakes ELEc- 
TRICAL SuppLty Co. “Our warehouse 
above flood area. We have hired extra 
help and are operating 24 hours a day. 
Have ordered truckloads of emergency 
material by telephone and are meeting 
all present demands. 

“The Roland T. Oakes Co. has three 
electrically heated automatically con- 
trolled baking ovens with a capacity of 
4,000 cubic feet, running 24 hours a day 
baking out motors and control equip- 
ment. Motors have already been received 
from Vermont, New Hampshire and all 
over Western Massachusetts.” 


Springfield 


C. M. Smirn, GENERAL ELECTRIC 
SuppLty Corp. “Water did not reach 
our warehouse. Lack of power and light 
concentrated into a two day period a 
normal year’s business on flashlights and 
batteries. We have maintained constant 
service at all hours and will continue to 
do so.” 

J. E. Hatt, WestincHouse ELEc- 
TRIC Suppty Co. “We suffered very 
little damage from flood due to moving 
stock to higher ground. Flood rapidly 
receding. Shortage of power confined 
to certain districts because of switching 
equipment in flooded manholes. Indi- 
cations are for shortage of pole line ma- 
terial, copper wire and power appa- 
ratus.” 

E. W. Witson, HAmppENn ELEcTRIC 
SuppLty Co. “There has been approxi- 
mately four feet of water in our cellar. 
The electricity went off Wednesday 
night and the service has not as yet 
been restored. We saved most of our 
merchandise by hiring extra men and 
moving the goods to the first floor. We 


Working in boots on the second floor of the Colt plant in 
Hartford. The flood waters had receded only 15 inches 
when this picture was taken 















































bought hand pumps and engaged gaso- 
line trucks to pump out the water. This 
was kept up both day and night for three 
days. We did this not only to save stock 
but to save telephone service. 

“Batteries and flashlights are most in 
demand right now and wire and tem- 
porary sockets will be next. We are sell- 
ing a number of cheap heaters that are 
being used to dry out switches. The 
industrials are now approximately un- 
der ten feet of water and we do not 
know what they will need as yet. 

“Everyone has been very willing to 
give their services and have shown 
themselves extremely anxious to help 
out. It certainly takes a time like this 
to prove our loyalty and consideration 
for one another. 

“We have been giving 24 hour service 
for most of the past week and expect to 
do so while it is needed.” 

CuarLes E. Hayes Co. “North and 
south sections under ten to 15 feet of 
water. Cellars in business sections 
flooded. No damage to our stock, which 
was above water level. No shortage of 
goods, have been able to get through 
all needed supplies. Anticipate big de- 
mand for cable and switches.” 


Hartford 


J. W. SaLapineE, ELectricaAL Sup- 
pLiges, Inc. “First of all, the New York 
papers exaggerated the flood conditions 
in Hartford considerably. Only one of 
the principal wholesalers’ places of busi- 
ness was in the flood area and that one 
was able to move practically all of his 
stock before the water reached it. As 
far as we are concerned, we are not only 
in a position to render normal service, 
but we have practically doubled our 
stocks on all materials which we believe 
contractors and industrial plants will 
need promptly just as soon as the flood 
waters recede. 

“Innumerable motors and _ lighting 
circuits have been completely under 
water for some days. In a number of 
cases, entirely new material will be re- 
quired. Up to the present, however, 
very few companies can tell how much 
damage has been done and won’t be 
able to for several days more. There 
has been, of course, a very fair demand 
for wiring materials for temporary cir- 


cuits. The real rush, however, won’t 
start until late this week or the first of 
next week. 

“The Hartford Electric Light Co. 
has probably been the worst electrical 
sufferer of all as their plants at Dutch 
Point and South Meadows, and their 
main office on Pearl Street., were com- 
pletely put out of commission by water. 
No one can appreciate, unless they lived 
here, what a marvelous job they have 
done, both in keeping service in opera- 
tion as long as they did and their prompt- 
ness in restoring service. 

“The material that will probably be 
needed first in quantity will be wire and 
cable of all sizes both for lighting and 
for service, tape and splicing compound, 
solder and soldering paste, lugs, fish 
wire, fuses, entrance, meter and safety 
switches and sockets. Electric baking 
ovens to dry out motors are at a 
premium. Small motors will probably 
be purchased in volume as it will be 
more economical to replace equipment 
than repair it. 

“It is amazing how fast the city is 
getting back to normal. Electricians are 
in great demand by the established elec- 
trical contracting firms. What 1s the 
community’s loss should be the contrac- 
tors’ gain in the next few months. 
There never was a better opportunity 
for selling quality wiring installations 
to replace the older and more obsolete 
ones that have been damaged by the 
flood.” 

H. S. BANnrortH, SERVICE ELECTRIC 
Suppty Co. “We suffered no water 
damage but the Hartford Electric Sup- 
ply Co., also the Baldwin-Stewart Co., 
electrical contractors, had water well 
over the first floors. Flashlights have 
been in heavy demand and, as there are 
10,000 electric ranges in use in the Hart- 
ford area, the power shortage brought a 
rush for cooking stoves.” 

STICKLOR ELectric Suppty Co. “No 
damage to our stock. Expect normal re- 
sumption of our business by Monday. 
Anticipate large demand in immediate 
future for cable, conduit, wire, outlet 
boxes, industrial switches, motors, fit- 
tings, and wiring devices. Lack of elec- 
tricity our only inconvenience. There 
is a shortage of flashlights and all types 
of batteries.” 


After the flood. Cleaning and dismantling generators at 
the Homewood plant of the Westinghouse Electric & Mfg. 


Co., East Pittsburgh 



































AN the electrical 

wholesaler do a selling 

job for the manufac- 
turer of Neon sign trans- 
formers? The results of a 
survey by the staff of ELEc- 
TRICAL WHOLESALING indi- 
cates that he not only can do 
a job, but that he actually 1s 
selling this type of trans- 
former in very considerable 
quantities. A selected group of wholesalers, represent- 
ing a typical cross-section of the trade, were queried as 
to their activities in this field. Half of this group re- 
ported that they were already selling Neon transformers, 
and that the market was very definitely increasing. An- 
nual sales averaged 500 units, but several wholesalers sold 
over 1,000 units, and one house reported sales of 4,000 
transformers. 

Local sign builders accounted for 62 per cent of the 
wholesaler’s volume, while 26 per cent of sales were 
made to sign maintenance concerns. Sales to electrical 
contractors were reported as relatively small, only eight 
per cent of the total, with the remaining four per cent of 
sales made to miscellaneous customers. 

Although one-half of this group of wholesalers re- 
ported that they did not sell Neon transformers, nearly 
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Neon Transformers Have Become 
A Wholesaler 


Some pertinent sales facts for the 
salesman who is already selling 
sign transformers, also for the 
wholesaler who is giving serious 
to entering 


comparatively new field 
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all of them expressed the be- 
lief that they were a logical 
line for the wholesaler to 
handle and evidenced a de- 
sire for both technical and 
market information. 

Consequently, a represen- 
tative of ELECTRICAL 
WHOLESALING visited sev- 
eral transformer manufac- 
turers and asked them the 
same sort of questions that would be in the mind of a 
wholesaler’s salesman seeking to equip himself with the 
facts necessary to intelligently sell this line. Here is 
his report: 

A vast potential market is available for those who sell 
Neon or, more properly, luminous tube sign transform- 
ers. Since the late twenties, years marking the end of 
the experimental stage of the gas tube sign with its flick- 
ering, its occasional blank letters and general independ- 
ability, up to the present signs with their brilliancy, long 
life and economical operation, thousands of this type of 
sign have been installed throughout the United States. 
From the smallest villages with populations of but 500 
to the large metropolitan areas, such as New York and 
Chicago, Neon signs are now far in the lead. 

Every Neon sign requires at least one transformer. 


this 
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Each year designers are bringing forth larger and more 
intricate signs that require not only more tubing and gas, 
but added transformers for proper operation. A con- 
servative estimate places the number of sign transform- 
ers sold last year at upwards of 150,000. With the gen- 
eral improvement of business it is reasonable to assume 
that at least 200,000 units will be sold in 1936. 

In the first years of this still young industry, it was the 
policy of transformer manufacturers to sell direct to sign 
fabricators. With the latter springing up in all parts of 
the country, it has become increasingly difficult and costly 
to reach them all, and several transformer manufacturers 
have seen the wisdom of adopting a policy of distribution 
through wholesaling channels. Almost every town of 
30,000 inhabitants or over supports a tube sign manu- 
facturer, so at a glance can be seen the picture of the 
market and its location. Five or six years ago, only 
10 per cent of the total transformer sales went through 
the hands of electrical wholesalers, but now that per- 
centage has been materially altered with at least 70 per 
cent of the total output sold through electrical wholesale 
houses, the average number sold per house being 500 
units. These percentages convincingly prove that the 
wholesaler has entered the scene suddenly and has ac- 
complished quite a job, but there are any number of 
manufacturers who still sell direct, and many wholesalers 
who have shown no interest as yet in this lucrative field. 

Why more wholesalers do not handle and push this 
seemingly profitable line, led us to make a study of the 
problem from both the viewpoint of the manufacturer 
and of the wholesaler. Of a number of manufacturers 
contacted, “some did and some didn’t’”—that is, market 
their product through distributors. Those now selling 
chiefly through wholesalers are well satisfied, but on the 
other side are some who have had poor representation 
from electrical wholesalers. The main complaint of 
these manufacturers was that, in their opinion, whole- 
salers didn’t concentrate to any great extent on sign 
transformers. 

In answer to this, wholesalers offered many responses, 
several of which will be quoted here. “The money that 
some Neon sign transformer manufacturers spend in 
handling numerous small accounts would, in my opinion, 
be adequate for promoting the wholesaler policy, and 
when this was once consummated, the manufacturer 
would be just that much further ahead in the future”— 
“Instruct the wholesalers so that they can intelligently 
advocate and sell Neon transformers and Neon sign 
equipment”—‘Stop selling sign transformers direct to 
sign builders” —‘By establishing a policy of selling their 
product only through wholesalers’”—‘By advertising to 
the various trades to purchase from electrical whole- 
salers.” 

From these typical replies, and from numerous others, 
it became obvious that there were three outstanding com- 


Window type transformers, of attractive design, 
installed in a Chicago restaurant 
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General Outdoor Advertising Corp. 


New York’s newest and largest sign has 1,084 ft. of 
Neon tubing, and 29,508 incandescent lamps 


plaints made by wholesalers, namely, lack of sufficient 
gross profit, technicality of the line and the fact that 
manufacturers sold direct. 

In answer to the first objection, manufacturers state 
that a wholesaler can gross as high as 20 per cent, with 
no stock investment as this line is usually consigned. If 
a wholesaler should choose to purchase a stock, his in- 
vestment for the “best sellers” would not be more than 
$500. From at least 40 types or ratings of indoor and 
outdoor transformers, there are less than 10 in the best 
selling class, the most popular of which is the 15,000 
volt, 30 m.a. outdoor type. Other popular outdoor 
transformers are 12,000 volt, 30 m.a.; 12,000 volt, 24 
m.a.; 9,000 volt, 30 m.a., and one that is coming in fast 
due to high intensity tubing is the 15,000 volt, 60 m.a. 
type. Among the various indoor transformers, the lead- 
ers are 15,000 volt, 30 m.a.; 12,000 volt, 30 m.a., and 
the 12,000 volt, 24 m.a. 

The next objection of wholesalers was that possibly 
sign transformers were too technical for the average 
wholesaler’s salesman. On this question, manufacturers 
were unanimous in proclaiming that a salesman could 
obtain ample sales information in several days’ study to 
contact sign manufacturers and repair companies. Be- 
sides that fact, every sign firm knows just about what 
transformers their signs require. They know, for in- 
stance, that for 110-volt service the sign should be oper- 
ated without flicker at 80 or 90 volts before it is put in 
service. This precaution assures proper operation with 
longer life and greater efficiency. They further know 
that if the sign operates without a flicker much below 
80 volts, a smaller transformer can be used. 

It might be helpful to bring out something of the scien- 
tific phase of luminous tube signs in this article. Certain 
gases have the property of becoming luminous when an 
electric current is passed through them. Mercury vapor 
gives off a greenish light, Neon a red, helium a yellow, 
etc. Obviously a higher voltage is required to 
force a given amount of current through a long 
tube than a short one and obviously, also, it takes 
a higher voltage to force current through a gaseous 
than through a solid conductor. For these reasons 
tube signs require higher voltages than ordinary 
incandescent lamps and these high voltages will 
vary according to the length of tube. These facts 
explain why transformers are necessary—to in- 
crease the voltage so that (Turn to page 28) 
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By J. A. KAHN 


District Manager, General Electric Supply Corp., 
Salt Lake City, Utah 


From an address before the Pacific Division, 
NEW A, Del Monte, Calif., February 13-15 


HAT does the customer think of the whole- 

saler? Ask some of them and be prepared for 

a shock. Also be prepared to weigh the criti- 
cisms and suggestions and to shape plans and policies to 
take advantage of those which might prove mutually 
beneficial. Such a survey was recently made in the Inter- 
mountain territory. Letters were addressed to purchas- 
ing agents of utilities, railroads, mining companies, 
refineries, contractors and to the executives of depart- 
ment and furniture stores and electrical shops. The 
letters stressed the fact that an expression of opinion was 
not wanted of one or two suppliers or salesmen, but 
rather from a composite group. 

Briefly, here are the high spots of the replies: 

Several purchasing agents complained that the whole- 
salers’ salesmen are rarely informed accurately as to their 
warehouse stocks. Too often they must waste valuable 
time to determine if immediate delivery can be made of 
the order. Others stated that the salesmen are not suffi- 
ciently well informed regarding the application of many 
of their products. One emphatically claimed that the sales- 
men of plumbing and machinery supply houses were 
much better equipped with the necessary knowledge. 

Despite frequent orders, some wholesalers do not stock 
certain items, but instead furnish them via factory ship- 
ments. The purchasing agent who made this criticism 
suggested that periodical analyses be made of items which 
are sold but not stocked with the idea of stocking those 
most in demand. This same man claimed that the whole- 
salers’ salesmen do not cultivate and work with the men 
who use the goods they sell as do other salesmen. Occa- 
sionally the wholesaler’s man will accompany a manufac- 
turer’s engineer or sales specialist on a call on the 
mechanical department to explain new material or equip- 
ment. Rarely, however, does he follow up such a call; 
instead he looks to the purchasing agent for orders. 


The Customer 


Give Their 






The Electrieal 


Misinformation regarding factory shipments placed 
through wholesalers was another sore point. While ap- 
preciating that the wholesalers are not entirely at fault, 
these critics believed that factories might be more reliable 
when advising of shipping dates. 

An industrial purchasing agent was severely critical of 
service and because he stated that his complaint was not 
personal but general in that he could think of no supplier 
to except, his remarks are quoted: 


“In these days of competition, I feel that over-worked word 
‘Service’ should mean something. I rarely find that it does. 
Too many salesmen figure that their job is finished as soon 
as they secure an order. I think sales managers are respon- 
sible for this attitude, as they seem to judge their salesmen 
entirely on the amount of their business. A good sales manager 
should insist that a salesman follow up important orders until 
delivery is made. 

“When I place an order I don’t want to receive a back order 
notification three or four days afterward. I want. salesmen 
to tell me promptly of any shortages and let me decide at once 
what action I wish to take. If they cannot make prompt 
delivery of stock items, they should tell me at once and not 
hazard the closing down of a million dollar plant because 
of the time consumed by going through regular office routine.” 


One reason for purchasing direct cited by a large 
general contractor was that by so doing he received more 
reliable shipping information. 

Less surprising were the replies dealing with the ap- 
pliance end of the wholesalers’ business. Department 
store executive felt entitled to larger discounts, more 
specials for sales and almost unlimited appliance service. 
In the Intermountain territory few department stores are 
adequately equipped with personnel or parts to provide 
the service that electrical appliances occasionally require 
and to which the public is entitled. Rather they would 
have the wholesaler assume this task at no charge. 


—* appliance dealers seem to believe that the whole- 
saler should do many things that are not now a 
part of his service. They think that the wholesaler should 
train their sales people, write their advertising and assume 
a large share of the advertising cost. Two wrote that the 
specialty appliance distributor does these things and that 
unless the full-line wholesaler follows suit, they will pro- 
gressively lose more appliance business. 

In the light of these criticisms it appears that, in the 
judgment of some of our customers, we are not as good 
as we think we are. Individually and collectively we 
should try to do something to improve our position. 
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The Utility 


Views On 


Wholesaler 


HE San Diego Consolidated Gas & Electric Co. 

carries on a small merchandising operation, but it 

depends almost entirely on cooperative campaigns 
through and with the electric appliance and contractor 
dealer outlets for the major portion of its load increase. 
The electrical supply wholesaler operating in our terri- 
tory stands in exactly the same position as the utility. 
To increase sales he must depend upon the contractor 
dealer and the appliance dealer as his outlets. He must 
educate these dealers to make greater sales of equipment. 
Furthermore, in order to make greater sales of equip- 
ment, the dealer himself must be sold upon electric serv- 
ice and upon the rates at which this service may be pur- 
chased and upon the company furnishing that service. 

About two years ago this company and the supply dis- 
tributors in its territory realized this situation. We had 
a number of meetings to discuss the best ways of pro- 
ceeding to solve our mutual problem. Up to that time 
each of us had gone his own way. We had not thought 
it necessary to ask the wholesaler’s assistance in building 
load, neither had he thought of asking our help in in- 
creasing his sales. The wholesalers’ salesmen were un- 
familiar with our company’s problems, its sales plans and 
its rates. These salesmen would call on a dealer who was 
damning the power company for competition, poor busi- 
ness and high rates. Rather than antagonize his pros- 
pective customer, the wholesaler’s salesman would often 
side in and also add his own ideas on the already down- 
trodden “power trust.” 

Understand, I am not blaming the salesman because, 
under like conditions, I would probably have done the 
same thing myself were I placed in that salesman’s posi- 
tion. These men did not realize that they were hurting 
their own business as well as that of the utility, for with- 
out the cooperation of the contractor, the dealer, the 
wholesaler, the central station and the manufacturer a 
complete job of load building cannot be done in any given 
community. 

Today, we have an entirely different situation and for 
these reasons: First, we called the wholesalers and out- 
lined to them our goal—namely, a better cooperative 
activity between the central station, the wholesaler and 
the contractor-dealer outlet. It was decided that the 
wholesaler’s salesman must know more about our policy, 
our sales plans, our service costs and our rates. We 
planned to furnish him with this information through a 
series of meetings in which we would inform him of our 
sales plans, cost of service and policies, so that he could 





































By A. E. HOLLOWAY 


Vice-President in Charge of Sales, 
San Diego Consolidated Gas & Electric Co. 


From an Address Before the Pacific Division, 
NEWA, Del Monte, Calif., February 13-15 


talk intelligently to all the appliance dealer outlets through- 
out our territory. In other words, he was going out as 
an emissary from our company with the latest and fullest 
information as to our future plans. 

After several of these meetings the wholesalers then 
called meetings of their dealers throughout our territory 
to which they invited representatives of our company to 
explain our various cooperative sales plans as well as 
rates and cost of service for the particular equipment 
under discussion. A number of these meetings have been 
held. As a result an improved relation exists with our 
dealers and with our distributors. Their salesmen are all 
boosters for the utility and, as a result, everybody’s sales 
are on the increase. 

The utility appreciates greatly the attitude of the 
wholesalers and distributors in our district in this educa- 
tional work. It is now planning to extend this coopera- 
tion still further. It is my belief that, inside of a short 
time, we will be building the sales of electrical equipment 
in all branches of the industry to points which we never 
dreamed of. 


OR instance, there is a wonderful field at the present 

time for increased intensities in commercial lighting, a 
field to which our contractors have really subscribed only 
within the last few months. We know that their response 
is really due to the educational work done by the whole- 
saler’s salesman. 

In return for this support, we are now devoting about 
80 per cent of our promotional advertising appropriation 
in assisting our wholesalers to put on cooperative dealer 
drives. It is my opinion that, with such constructive 
work on the part of the wholesaler, he becomes much 
more than a mere order taker ; that he makes himself in- 
dispensible to the manufacturer, the central station and 
the dealer. 


* Some Problems of National Interest 
































Unethieal Competition— 


How Can the Wholesaler Combat (It? 


USINESS is forever facing 

the problem of continual ad- 

justment to new conditions. 
These conditions may be temporary 
or permanent, but it is still the prob- 
lem of ‘the wholesaler —like any 
other business unit—to make the 
major adjustment. Many things 
have happened in the distribution of 
electrical equipment during the de- 
pression period. Manufacturers 
and wholesalers have, in order to 
hold volume at reasonable levels, 
sought new outlets. As a conse- 
quence the number of retail outlets 
for electrical equipment of all kinds 
has trebled in this territory during 
the past five or six years. Where 
formerly there were a limited num- 
ber of established electrical dealers 
in a community, today electrical 
equipment is found in every type of 


From an Address Before the 
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By GLENN L. JACKSON 


is going directly to the wholesaler.” 

3. “Why should I confine my 
business to the so-called ‘legitimate 
wholesaler’? Let me give you a few 
examples: Take a look at these 
motor bearings—they cost me an 
average of 19c. apiece. The same 
thing in Portland or San Francisco 
costs me between 80c. and 90c. 
Here are motor brushes at 19c. Buy 
them from the wholesaler and they 
cost you 60c. Here is a motor from 
a standard manufacturer. I can buy 
this motor for $6 less money from 
a mail order house than I can buy 
it either direct from the factory or 
from a wholesaler. There is the 
manufacturer’s nameplate on it. I 
stand the service anyway—the extra 
$6 is profit.” 

4. “Where do you get this legiti- 
mate wholesaler stuff? If I had 


store from the grocery to the five Vice-president and Commercial purchased exclusively from the legit- 
and ten. Much of this distribution Mer., California Oregon Power imate wholesaler I would be out of 
Co. and Mountain States Power 


has been encouraged by the legiti- 
mate manufacturers and wholesal- 
ers, thereby bringing about a condi- 
tion in the industry which has forced 
many of the former retail outlets to change their prac- 
tices in order to compete under these new conditions. 

In an effort to present an intelligent discussion con- 
cerning so-called “unethical competition,” a number of 
dealers in Oregon were called upon in order to ascertain 
from them why they have forsaken the established whole- 
saler and are today buying a goodly percentage of their 
merchandise from other sources. Some of the state- 
ments that were made in answer to my questions reveal 
facts of interest from which the wholesaler may profit. 
Here they are: 

1. “Why should I remain loyal to the wholesaler when 
this same wholesaler will quote direct on practically any 
job of any size in my territory at prices that I cannot 
meet and still make a profit?” 

2. “Do you consider that I owe any support to the 
wholesale trade when they quote prices to any one of the 
larger concerns in this community on equipment, mate- 
rial, and supplies at our actual cost? This represents a 
large deduction from our possible market. Certainly we 
are entitled, as a legitimate outlet, to a reasonable 
margin of profit on business of this kind. Today, out- 
side of small pick-ups, the business of these concerns 


Co., Medford, Ore. 


business today. Ten years ago there 
were four recognized electrical out- 
lets in this community. Today 
there are over thirty. You can find 
merchandise from the so-called legitimate wholesaler in 
over half of these retail establishments. Who created 
this condition? The wholesaler certainly did his part in 
creating additional competition for me. On top of that, 
we have two mail order houses. To fail to recognize the 
class of business these mail order houses appeal to means 
that we would be passing up a large percentage of our 
potential market. We must be in a position to compete 
with these people. How can you do it by buying mer- 
chandise from the wholesaler at invoice prices compar- 
able to the list price carried on merchandise sold by your 
competitor ?” 

5. “Service? I get just as good service from the mail 
order houses or factory representatives as I do from the 
wholesalers. The mere fact that a salesman calls on me 
oftener doesn’t mean a thing. I have yet to find a sales- 
man—with the possible exception of two—who know 
enough about my business and the conditions I have to 
meet, to be of any help to me whatsoever. The mere 
fact that a salesman comes in, plunks down a catalog two 
feet thick, and attempts to sell me without actually giv- 
ing me any help in the better conduct of my business, 
isn’t my idea of service, and I can’t see where I am justi- 
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fied in paying higher prices in order to receive that kind 
of service. After all, I am interested in more business 
at a greater profit. I am interested in merchandise which 
will help me accomplish this result and I am interested 
in any form of service from any type of distribution 
which will reduce my costs and increase my volume. I 
am willing to pay for this but I don’t see where I am 
justified in paying a wholesaler higher prices for mer- 
chandise when I am not receiving such service—except in 
theory.” 

6. “Yes, I agree that the retail electrical business in 
this community is in a chaotic condition; too many out- 
lets, too much curbstoning, too many concerns handling 
electrical merchandise as a side line and, of course, the 
mail order houses. Certainly, I would like to support 
the legitimate wholesale institutions. On the other hand, 
I would be foolish to pay their prices in the face of price 
cutting competition when I could buy materials from 
other sources which enable me to compete. Yes, quality 
and service are undoubtedly factors but retail prices 
right now are more important. Naturally, I must have 
merchandise of reasonably high standards but that must 
be at a price which enables me to compete.” 

7. “Delivery during the past three years—fast deliv- 
ery has been the exception rather than the rule. We 
have had back order after back order which has taken 
just as long for delivery as if it had been ordered direct 
from some factory or mail order house. I admit that 
conditions during the past few years have not been nor- 
mal but, at the same time, I don’t consider that the whole- 
sale trade have anything to brag about in the way of 
delivery during the past few years.” 

8. “Yes, the wholesalers and the manufacturers’ branch 
offices do give us a certain amount of engineering data 
and information helpful to sales development. This is 
particularly true on motors and irrigation equipment. 
On the other hand, we have been reluctant to call on the 
wholesalers on lighting, refrigeration, and air condition- 
ing jobs of late due to the fact that there has been a 
tendency for the wholesaler to quote on these jobs direct. 
In fact, there are two or three wholesalers operating in 
this territory who must be doing a considerable volume 
of business on a direct basis, since we have lost several 
jobs that have been sold direct, at prices approximating 
our cost.” 

9. “No, I can’t say much for the wholesaler’s sales 
assistance. It is true that manufacturers’ representa- 
tives assigned to the major lines do give our salesmen 
considerable help. On the other hand, the regular whole- 
sale representatives who call on us, in my opinion, are 
not doing us any good. They are not trained retail sales- 
men themselves and do not appear to be particularly 
interested in anything except securing an order.” 


HESE are a few of the answers received. On the 

other hand, several substantial retail outlets stated that 
they were absolutely satisfied with 100 per cent whole- 
sale distribution, who claimed that they were experiencing 
no difficulty in competing with the cut price merchants in 
their territory because of their practice of merchandising 
quality merchandise—with good service at fair prices. 
However, the favorable reaction to wholesalers was con- 





An Answer To A Challenge 


AST October at a Pacific Coast confer- 

ence on industry coordination, the whole- 
salers presented a challenge for thought and 
action. They said, “How can the wholesaler 
combat the competition of those who sell to 
the same class of trade but who do not main- 
tain sales organizations, do not go to the ex- 
pense of disseminating information on new 
developments, but who operate largely as 
mail order houses or brokers?” This unethi- 
cal competition was described as mail order 
houses, the manufacturers’ agent, manufac- 
turers, utilities who purchase in quantities 
and distribute to the dealers, or, in some 
cases, wholesalers who follow the course of 
dumping distress merchandise. Considerable 
weight was given in the challenge to the con- 
tribution made by the legitimate wholesaler 
to the industry as a whole. It was pointed 
out that unless the industry responds by 
patronizing the legitimate wholesaler, these 
contribuions must cease. Mr. Jackson was 
invited to answer this challenge. 


The Editor 





fined almost entirely to what might be termed the “ex- 
clusive retailer,’ in other words, the retailer handling 
merchandise secured from one distributor only. 

Unquestionably, one factor must be given serious 
consideration and that is—during times of depression 
retailers, like all other branches of business, suffer a 
decrease in volume and the natural tendency is to try to 
pick up long shot merchandise which will give them 
longer margins of profit. Price becomes a primary 
factor. Price-cutting is relied upon for increased vol- 
ume and a chaotic condition in the retail trade results. 
As business improves, this condition improves and busi- 
ness goes back to its regular channels. 

However, there is no doubt something to be learned 
while passing through a condition of this kind. The 
reaction of the retail trade concerning certain phases of 
the wholesaler’s service should provide information 
through which this service may be materially improved. 
A great deal of the difficulty which the legitimate whole- 
sale business faces today has been (Turn to page 32) 


























An Interview With 


WILLIAM E. CLARK 


President, Clark & Mills Electric Co., 
Electrical Contractors and Dealers, 
Boston, Mass. 


By 
H. S. Knowlton 


Over-Distribution Is Impairing 


The Wholesaler’s Service 


A New England contractor dealer has found that, because of excessive 
competition, even the better wholesalers have been compelled to reduce 


inventories and curtail both 


HAT does a representative electrical dealer, 
W we has survived the most trying depression in 

the history of the industry, think about the 
wholesaler and his relations with the retailer? Over in 
Boston lives and works a friendly, vigorous and some- 
times outspoken electrical contractor-dealer who has al- 
ways taken a keen interest in local trade problems and 
relations ; a man who came out of Harvard College per- 
haps a generation ago with his classmate and partner, 
Charles W. Mills, and who has carried on in the electrical 
merchandising and wiring fields through all the vicissi- 
tudes of pre-war and post-war electrical development 
with unflagging energy and salesmanship. Knowing 
something of William E. Clark’s flair for getting at the 
heart of trade problems, a representative of ELECTRICAL 
WHOLESALING called at his Newbury Street store in the 
famous Back Bay section of the Hub one winter after- 
noon not long since in the hope of getting a word pic- 
ture of wholesaler-dealer relations as seen from this re- 
tailer’s angle. 

In a busy office at the rear of the store, with Mr. Mills 
at his desk near by to call upon as required now and then 
better to fill out the perspective, the interviewer was re- 
ceived. “Mr. Clark,” said the visitor, after the sten- 
ographer had been dismissed with a formidable batch of 
notes for the outgoing afternoon mail, “I would like to 
tell our readers what you think about the wholesaler and 
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sales 


activities and delivery service 


his value to your company. May I ask you point-blank 
at the outset if you as a dealer look upon the wholesaler 
as an unquestioned necessity in the marketing of electrical 
commodities ?” 

“We believe in the wholesaler because he can serve the 
retailer so effectively by carrying virtually all the mate- 
rial and merchandise we need,” said Mr. Clark. “This 
in our opinion is probably the wholesaler’s major func- 
tion. I will go so far as to say that if the proper lines of 
demarcation in sales activities can be laid down and ad- 
hered to, we would be glad to buy 100 per cent of our 
requirements from the wholesaler, so far as he can fur- 
nish the supplies and appliances. This we would be 
pleased to do even at a differential in price above factory 
quotations, because it is hard to estimate the value of 
accessible local stocks to the dealer who must meet public 
demands either on the moment or with but a few hours’ 
leeway.” 

Speaking of the wholesaling set-up in Boston, Mr. 
Clark said then that, as in many other cities, the field is 
terribly overcrowded. The Clark & Mills Electric Co. 
finds that their necessities are cared for by dealing with 
about half a dozen local wholesalers. “This surplus of 
wholesale houses,” said he, “seems to result in a severity 
of competition for business which unsettles the entire 
local trade. The pressure is so heavy, and especially so 
under depression conditions now slowly yielding to bet- 
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ter times, that too often the wholesaler is tempted to go 
after classes of trade which would seem to be logically 
in the retailer’s field. 

“T believe that where the wholesaler takes a longer 
view and cooperates with the dealer so that the retail 
man’s business is developed instead of cut into, the trade 
is far more stable and that all branches of the industry 
benefit more than where what might be called overlap- 
ping competition is permitted or perhaps encouraged.” 

“This excessive competition is certainly a real prob- 
lem, Mr. Clark. Could you cite an example of this kind 
of competition, as you find it in Boston?” 

“Well,” came the reply, “the practice of buying all 
manner of electrical home conveniences through pur- 
chasing agents of mills, office building and real estate 
groups, hotels with good credit, and other institutions 
in which our retail customers are interested in some way 
is one specially difficult situation. The wholesaler in 
such cases, for instance, may be asked to quote less than 
list on a radio set, electric range, refrigerator or what 
not by an official or even an ordinary employee of the 
establishment which normally deals 
with the wholesaler in mass pur- 


to do wholesaling on a shoestring, we shall have insta- 
bility, inadequate volume in legitimate channels of trade, 
and wearing pressure even on the higher-grade houses.” 

Asked what portion of the Clark & Mills Electric 
Company’s appliance inventory is purchased through 
wholesalers, Mr. Clark replied possibly 75 or 80 per 
cent. Radio sets, electric refrigerators, vacuum cleaners, 
and virtually all smaller devices for household service 
are bought through wholesale distributors. Occasionally 
an exception is made on a special lot taken from the fac- 
tory direct. Price is an object in some of these cases, 
or value of commodity available, or perhaps the oppor- 
tunity matches the store stock needs in either the Boston 
or Cambridge establishments. 

Since the onset of the depression this contractor- 
dealer has found that wholesalers’ deliveries, while good, 
have not been as a whole up to former standards. ‘There 
has been a tendency on the part of some wholesalers to 
curtail their small truck or cycle car service, and this has 
necessitated considerable increase in expense for the re- 
tailer. Deliveries are closely tied in with customer satis- 
faction, Mr. Clark pointed out, and 
popular buying is often based on 





chases. The request goes through 
the engineer of the hotel, the pur- 
chasing agent of the mill, or other 
officer who asks the wholesaler for 
a discount which the dealer cannot 
meet, and not infrequently after 
the would-be purchaser has come 
into our store for a demonstration 
and comparison of the various ap- 
pliances before deciding which he 
or she would like to own. 

“And so the wholesaler, anxious 
to move his stock and to stand in 
with this type of customer, be- 
sides being hard pressed for vol- 


trade. 


“The present surplus of 
wholesale houses results in 
a severity of competition 
which unsettles the entire 
The pressure is so 
sreat that too often the 
wholesaler is tempted to go 
after business which logi- 
cally belongs to the retailer.” 


ability to make deliveries and per- 
haps installations within a few 
hours. , 
The wholesaler is of value in 
connection with supplies required 
for servicing, but the brunt of this 
work falls upon the dealer. In this 
connection Mr. Clark pointed out 
that service has been improved in 
a representative case by arranging 
for direct factory shipment from a 
Greater Boston plant making an 
electrical specialty, instead of de- 
pending upon a too restricted stock 
of this item carried by the local 





ume under the competition of sub- 

normal times, makes the sale. I 

am sorry to say that in not a few cases the wholesaler 
takes the initiative in going after business from insti- 
tutions and organizations which in the past came to us, 
as retailers, for many thousands of dollars worth of 
material and appliances a year. The result is that from 
many such customers we receive little or no business 
except in emergencies, and the wholesaler sells no more 
goods and probably less goods than if the commodities 
had moved to their final destination through the regular 
wholesaler-dealer channel. 

“In Boston, as elsewhere, this situation is made more 
acute by pseudo-wholesalers who seek to undercut the 
better established houses, and by wholesalers of the type 
who are willing to work almost Oriental hours, press 
members of their families into the conduct of the busi- 
ness, and sell at less than a minimum profit.” 

“Would this situation be materially improved,” asked 
the ELECTRICAL WHOLESALING representative, “if busi- 
ness in general continues to pick up? Is there enough 
potential trade to go around much farther ?” 

“With business better,” answered Mr. Clark, “there is 
naturally more to go around, as you put it; but as long 
as the wholesaling field is so crowded, and especially 
with so many price-cutters in it, corresponding in a way 
to the old-time ‘curbstone’ type of contractor, who seek 
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distributor. As the item is mar- 
keted through the wholesaler he 
bills the retailer for these direct shipments. It is hoped 
that an arrangement will soon be made whereby the 
wholesaler will keep on hand a stock large enough to 
meet the demands of the trade, thus making it unneces- 
sary to go to the factory time after time to fill orders. 

In reply to another query, Mr. Clark said that the 
wholesalers’ cooperation in building up trade deserves 
mention in a number of cases, although promotional work 
by wholesalers has suffered from depression inhibitions. 
Young women demonstrators have been sent to the Bos- 
ton and Cambridge shops to display new apparatus, and 
a good deal of publicity material has been available. 


HOLESALERS'’ representatives do much to help 

keep the retail establishment posted on the latest prod- 
ucts and advances in design. Manufacturers’ men call 
much less frequently, perhaps only once in three months. 
In occasional cases the wholesaler has referred retail cus- 
tomer prospects to the Clark & Mills stores, but the volume 
of such business has been rather small under recent condi- 
tions. The cooperation of manufacturers, especially in 
electric refrigeration promotion, has been exceptionally 
good. It is a fundamental belief of this dealer that the 
public should go to an electrical store for electrical goods, 
rather than to the department store, (Turn to page 28) 
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MEN YOU SHOULD KNOW 





* T. C. TREADWAY 


Vice-president, Treadway Electric Co. 


C. Treadway that he knows the 

electrical field. Graduate elec- 
trical engineer, teacher, contractor, 
dealer and finally wholesaler, he 
brings an unusually well rounded 
electrical experience to his job as 
vice-president and general manager 
of the Treadway Electric Co., Little 
Rock, Ark. 

His interest in things electrical 
began at an early age. Born in 
Hearne, Texas, he was brought to 
Little Rock when but a small boy. 


| T CAN betruly said of Theodore 


After the customary elementary 
school training, he entered high 


school and began at once to prepare 
for a college course in electrical en- 
gineering. In due time he entered 
the University of Arkansas, com- 
pleting the prescribed course of 
studies in 1901, when he was 
awarded a bachelor’s degree in elec- 
trical engineering. 

Not yet satisfied with his techni- 
cal training, he pursued his elec- 
trical studies further, receiving his 
master’s degree in 1904. His work 
as a student was of such a high cali- 
ber that the university called him to 
an instructor’s post in the engineer- 
ing department. After two years of 
teaching, however, he decided to 
give up his university career and 
enter business. 

Together with his brother, W. A., 
and his father, Leo, young Theo- 
dore established the Treadway Elec- 
tric Co. in 1905, as an electrical con- 
tracting business. Three years later, 
the older Treadway died but the 
brothers continued on until 1911 
when they felt that a major change 
in their operations was necessary. 

So they branched out into the job 
of retailing electrical supplies. Dur- 
ing the next eight years, Theodore 
and his brother developed this busi- 
ness until they had one of the most 
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Little Rock, Ark. 


From Contractor To Dealer 


up - to - date electrical 
stores in the South. 
Their contracting bus- 
iness was also grow- 
ing at a rapid pace 
with many of the 
largest installations in 
the state of Arkansas 
going to their credit. 

But in 1919 the two 
brothers made another 
of their characteristic 
business decisions. of the 
They gave up their 
prosperous  contract- 
ing and dealer business and stepped 
out into the field of electrical whole- 
saling under the slogan, ‘Arkansas’ 
First Electrical Jobber.” They 
moved into the wholesale district of 
the city, taking over their present 
home at 206-210 Scott St., a three- 
story building providing 24,000 sq. ft. 
of floor space. 

And once again their astute busi- 
ness judgment was rewarded with 
continued success. Today the com- 
pany covers the entire state of Ar- 
kansas and has an organization of 
14 persons. 


ence. 


ROVISION for the continued 

operation of the business by the 
Treadway family was made in 1931, 
when the firm was incorporated and 
the third generation entered the fold. 
Theodore C. Treadway, Jr., and his 
cousin, W. A. Treadway, Jr., joined 
their fathers in the task of develop- 
ing the company’s business. Like 
their fathers also, they completed 
their formal education at the Uni- 
versity of Arkansas. 

Some day, Theodore and_ his 
brother will pass on this business to 
these younger shoulders. If the 
junior executives elect to follow 
their fathers’ policies, the business 
will continue to “support itself.” 


southwest’s 


To Wholesaler 


Theodore C. Treadway knows his resale cus- 
tomer’s problems from first hand experi- 
Before entering the electrical whole- 
saling field, 17 years ago, he had made an 
outstanding success first as a contractor and 
then as a dealer. 
of the Treadway Electric Co., he is one 


Now, as vice-president 


leading wholesalers 


Except for the original investment 
of $450 and a later investment of a 
like amount, the remarkable growth 
of the company has been accom- 
plished without further capital. 

For some years past, Theodore 
Treadway, Sr., has been taking an 
active part in association affairs. 
He has been attending the meetings 
of NEWA and sharing in its work. 

At home, he is keenly interested 
in civic, charitable and fraternal 
affairs. When he can get some time 
off from business and other duties 
he becomes a disciple of Isaac Wal- 
ton, handling a “mean” rod and reel. 

From his long and varied experi- 
ence in the electrical field, Theodore 
Treadway has gained knowledge, 
business wisdom and friends. But 
more than that he has developed a 
faith in the electrical industry of to- 
morrow. He has watched its best 
years of development as a contrac- 
tor, dealer and wholesaler. He be- 
lieves that its foundations are solid. 
So he looks to its future growth 
with interest and enthusiasm. 











THIS IS NUMBER 172 IN 
OUR SERIES OF PROMINENT 
WHOLESALERS 








ELECTRICAL WHOLESALING — April 1936 


T. C. TREADWAY e e Vice-president, Treadway Electric Co., Little Rock, Ark. 
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THROUGH 
ALL THE YEARS 


. . - General Cable’s relation- 
ship to the Wholesalers has 
been one of complete cooper- 
ation. We distribute through 
you and, in your interest and 
ours, strive always to make 
your selling and your service 
to the trade as simple, straight- 
forward and satisfactory as 
possible. A simple creed — and 
simply adhered to .. . Let's 
make 1936 a good year 


18 


ELECTRICAL WHOLESALING — April 1936 








WIRING INSTALLATIONS 
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We, gf ... and of leading importance on both new con- 








struction and the modernization of old, there stands 
forth the dominant Building Wire - GENERAL CABLE 
“GUARDIAN.” Clad with flame and moisture resist- 
ance, brilliant in colors, and with free-stripping insul- 
ation to win the contractor's preference, here is a prod- 


uct that should head your business building too! 


Are you making sales capital of its individual and 
outstanding characteristics — its hard wax finish for 
easy pulling, its uniformity of diameter and perma- 
nence of colors? Examine it critically. Test it practi- 
cally. If you were buyer instead of seller you’d want 
the General Cable “Guardian” product. You can push 


its sale to your trade’s advantage. 


GENERAL CABLE CORPORATION 


Sales Offices: ATLANTA - BOSTON + BUFFALO + CHICAGO + CLEVELAND - DALLAS + DETROIT - LOS ANGELES 
NEW YORK °* PHILADELPHIA + PITTSBURGH + ROME - SAN FRANCISCO <- ST. LOUIS + SEATTLE - WASHINGTON. D.C. 
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Eleetrical Wholesalers Report On 


February Business 





Severe weather retards sales. Inventories gain. Data for 
two national wholesalers included this month. Good 
response from independents in east and middle west, but very 


few reports received from south, west and Pacific Coast 
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- 20% -10% +10% +20% + 307% + 407% +50% 





Month of February !936 - As Compared with 
January, 1936 GM; = February, 1935 





Summary by Geographical Districts 































































Net Sales Inventories Receivables Collections 
TERRITORIES February, 1936, Compared with 
| 

Jan.1936 Feb.1935 Jan. 1936 Feb.1935 Jan.!936 Feb.1935 Jan. 1936 Feb. 1935 
North Atlantic +0.3 %o +20% +28 % +427 - 5% +19 % - 25% + 16% 
Middle Western -6% +17% -4% + 26% -10% +77 -64% + 18% 
Southern +47% +33% +22% +14% +15% +48 % +36% +45% 
ieeiietes” +67 % +67% +40% a, +31% +327 +31% + 11% 
Pacific Coast -11% +22% +3% +38% -4% +21% -11% + 33% 
NATIONAL AVERAGE +4% +24% +11% +53% -3% + 20% -18% + 25% 
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“I'M ON THE FIRING LINE IN | 
THIS ELECTRICAL BUSINESS. 
1 HEAR IT WHEN THE JOB GOES | 
GOOD. | HEAR IT WHEN THE | 
JOB GOES SOUR! THEY RUB MY 
NOSE IN IT WHEN ITS ESPECIALLY 
BAD. AND ALWAYS ITS A TRIFLE. 
THE TROUBLE ALWAYS STARTS 
WITH AN ‘UNIMPORTANT DETAIL, 
SOMETHING SOMEBODY FORGOT, 
SLIGHTED, OR HOPED WOULD 
BE OVERLOOKED. AND THAT'S 
TRUE...FOR NO ONE WOULD PUSH 
A SWITCH THAT OBVIOUSLY IS | 
DEFECTIVE. ITS THE OVERLOOKED | 
DETAIL THAT TRIPS YOU UP. || 
WHEN YOU KNOW SAFETY | 
SWITCHES LIKE | DO, YOULL | 
ALSO SAY NO DETAIL IS TOO || 








SMALL TO BE OVERLOOKED, 
NO DETAIL TOO UNIMPORTANT || 
= BE PERFECTED. | 


x | 
| 


@ The C-H line includes all types and sizes 


—— y S i? 
Standard, Weatherproof and Explosion-Pr 
‘* «. Safety Switches, and Range Switches and Ser: 
Equipment for every locality — all built to ! 
O uss Y U te in IS a famous C-H Control Leadership Standa| 








Selatan amet 


ROBABLY the semi-dull finish used on This is what C-H is driving at. In a safety 


C-H Safety Switches doesn’t seem 
very important. Possibly you're not fussy 
about appearance—not greatly im- 
pressed by the fact that wiping this 
surface with an oily cloth removes the 
scuffing marks safety switches often get 
in handling. Finish is just a detail — but 
you should consider that this non-flaking 
C-H finish does give added years of 
protection against rust—that it can be 
applied only to an A-1 steel. 


switch, as in anything else, success or 
failure hinges on one detail. Which, no 
one can tell, but the maker of a good 
switch can take no chances; must make 
all details perfect. Does it pay? Well, 
ask the contractors and wholesalers 
who feature the C-H line of Safety 
Switches. CUTLER-HAMMER, Inc., 
Pioneer Manufacturers of Electric Control 
Apparatus, 1327 St. Paul Avenue, Mil- 
waukee, Wis. 





























TAPE is used by the roll; yet for many years it 
has been sold by the pound. Weight does not 
contribute to economy. It is footage that counts 
—and that’s why B.W.H. Tapes, made and used 
by the roll, are also sold by the roll. 


If you agree with us that footage rather than 
weight is what really counts in tape, order B. W.H. 
brands of Friction Tape or Splicing Compound. 
This insures your receiving maximum tape value 
as well as a brand nationally known and made 
by the oldest tape manufacturer in the industry. 
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BOSTON WOVEN _~ HOSE 


MAKERS OF QUALITY TAPESfO 
CAMBRIDGE. Mé 
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ALL B.W.H. Face Tapes are built on strong, @ 
closely woven sheeting, thoroughly i egnated | 
; Ff with ive Eoebbec friction of ack mesive / 
| y. wipe Tape, nationally advertised 
s, is. ene oe everywhere by Ae 
“ant Sticks: It Molde It Lets” 


er 5 are . of exception- 
é unvulcanized compound, accu- 
/-cul tightly wound between layers of - 

land | sheeting,—always ‘moist and ready for 
instant. service. 7 























EAND RUBBER COMPANY 


ESFOR MORE THAN FIFTY YEARS 
SE.MASS.,U.S.A. 
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The Editor’s Page 





THE total extent of flood damages 
in the northeastern states will not 
be known for several weeks. Nev- 
ertheless, telegrams and letters from 
electrical wholesalers in flooded areas, which appear on 
pages 6 and 7, indicate that, on the whole, damage to 
wholesalers’ stocks was relatively small. 

Fortunately, in many cities, there was sufficient ad- 
vance warning so that inventories could be moved, 
either to upper floors or to other buildings located on 
higher ground. 

Naturally, when the floods arrived, wholesalers were 
called upon to render all kinds of emergency service. 
Many employed extra help and many established 24- 
hour service. The first demand was for flashlights and 
batteries. Local stocks were soon exhausted and addi- 
tional stocks rushed in by truck. As the waters receded 
so that temporary wiring could be installed, there were 
hurry calls for wire, cable, sockets, and switches. Re- 
serve stocks of wire manufacturers were soon depleted. 
Tape and solder were also in heavy demand. 

When permanent rehabilitation gets under way, many 
old installations will be condemned. There will be 
others, however, that can be dried out and will be 
“okayed” by the electrical inspectors. Many of these 
will be old and obsolete and, from the standpoint of 
economy, should be replaced. Thus, the extent to which 
the electrical industry benefits from flood rehabilitation 
will depend upon the selling jobs done by both whole- 
salers and contractors. 


Floods And 
Selling 


“Wuy protect the wholesaler?” 
This question, which is heard far 
too often, has been effectively an- 
swered in the following letter which 
Walter H. Bieringer, vice-president, Plymouth Rubber 
Co., sent to the trade last month. (The italics are the 
editor’s. ) ) 

“As makers of high quality tapes for 40 years, we 
have always sold, only through our wholesaling outlets. 
Why? It’s not altruism on our part—it’s because we 
are selfish—because we are in business to make a profit. 

“Here’s the real reason. We couldn’t attempt to 
cover every small electrical contractor, dealer, or indus- 
trial plant without a tremendous increase in selling 
expense that would exceed, by far, our cost of distribu- 
tion through the wholesaler. Furthermore, we couldn’t 
possibly create the close friendship now established be- 
tween the small trader and the wholesaler’s salesman. 

“Larger business, such as public utilities, mines, etc., 
we could care for nicely without the wholesaler in many 
cases—but we don’t and won’t. Jf the wholesaler is 
willing to plug his head off to procure for us hundreds 
of small orders, which we couldn’t obtain independently, 


Let’s All Be 
Selfish! 
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then he’s entitled to the big stuff as well. It isn’t giving 
him something for nothing. He has well earned it. 

“Manufacurers who sell direct can never put the 
wholesaler out of business. 

“This has been a frank statement—we repeat that 
our policy of protecting you has not been for charity— 
we need you in our scheme of distribution and always 
wll, 

“We hope that you will work with manufacturers 
who think and act as we do. Be selfish with us—it 
works both ways.” 


As oF March 12, the Rural Electri- 
fication Administration had author- 
ized loans in excess of $8 million 
for the construction of 7,500 miles 
of rural lines on 26 separate projects. The bulk of this 
financing is with cooperative organizations of farmers 
who plan to purchase power at wholesale and handle 
their own distribution. These loans represent only the 
beginning. Legislation pending before Congress, and 
almost certain to pass at this session, proposes to con- 
vert REA into a semi-permanent agency with authority 
to expend $420 millions over a 10-year period. 

Unless REA’s present policy is changed, wholesalers 
and retailers will be by-passed in the spending of this 
huge sum. This agency is now encouraging the group 
purchasing of appliances and the wholesale wiring of 
houses by the farmer cooperatives to whom it loans 
funds. These cooperatives have already approached 
appliance manufacturers, seeking to obtain for them- 
selves maximum distributor discounts. 

Pacific coast wholesalers, at the recent Del Monte 
meeting, passed a vigorous resolution condemning this 
policy and urging that REA endeavor to promote, 
rather than retard, business recovery by recognizing 
regular channels of distribution. 

The Electrical League of Colorado, in behalf of the 
entire membership, including manufacturers, whole- 
salers, dealers, contractors and utilities, has also gone 
on record as “strenuously objecting to this policy” 
which “is not economically justified and could not help 
but react to the disadvantage of every branch of the 
industry.” 

It is to be hoped that these two resolutions are only 
the beginning of a storm of protest by electrical men 
everywhere, a storm which will assume such propor- 
tions that Morris L. Cooke, REA administrator, will be 
made to see the wisdom of abandoning this policy 
before the lines are built. 


REA And The 
W holesaler 


ELECTRICAL men throughout all of 
The Boston New England have come to look upon 
Show the Boston Trade Show as the out- 

standing event of the year. Last 
month the Electrical Manufacturer’s Representatives 
Club, which sponsors these exhibits, put on their third, 
largest and best show. This Club, through its trade show 
committee has set an example of progressiveness and co- 
operation which deserves the serious consideration of 
manufacturer’s representatives everywhere. 
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Plus - 





Lumiline or Screw Base Lamps 


LightStrip 
[ECTRIGSBR \ . A Standardized Lighting Channel for 
. ‘ use with Lumiline or Screw-base Lamps 


Made with CurtiStrip, to Any Length 
Available from Local Stocks 





CurtiStrip Channel 











LightStrip lighting channel may be made to 
any length and have outlets spaced as re- 
quired on the job . . . Wired on the bench, 
it may be installed in sections . . . Many un- 
usual uses . . . Easily adapted to "built-in" 
lighting, especially where space is limited . . . 





Each section of LightStrip requires 
approximately the same _ total 
length of No. | CurtiStrip (avail- 
able in ten foot lengths) and uses 
standard CurtiStrip fittings. 


Lumiline lamps placed end to 
end form a continuous line of 
light. To separate lamps use 
CurtiStrip cover as spacer. Spac- 
ing with screw-base lamps 
8” to 15” (center to cen- 
ter) according to size of 








a : lamp. 
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ections wired on bench are quickly installed ; . + ws Up to 8 circuits 
- — . AS (16 No. 14 


fixture wires), 
can be wired in 
“LightStrip” 








i A rif f- 
Smal! size and flexibility offer many uses Made to any length on the job . . . large wireway 
; ° 4 : 
: Curtis Lighting 


Engineers are located in 
allthe Principal Cities 





Toronto \s - 


New York CHICAGO 




















FROM WIREMOLD 


“THE BUSINESS BOOSTER FOR CONTRACTORS!” 


THE WIREMOLD COMPANY ¢@ + @ HARTFORD, CONN,, U.S.A. 
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Sipe 
THE LOOSE WiRE ~ 
MENACE To LIFE 














At Last! 


A practical over-floor raceway! 
Simple! Sturdy! Trip-Proof! 
Trouble-Proof! Safe! 
Equally useful for either low potential or POWER and LIGHT 
wires—with advantages so striking and so self-evident that your 
prospective customers will buy it on sight. A characteristic 
Wiremold achievement—so sensible in design, so durable in 


construction, so well adapted to its purpose, that it will give 
permanent satisfaction in use. 


The NEW 


** PANCAKE” 
WIREMOLD 


There is a great and pressing need for this really practical and thor- 





oughly satisfactory over-floor raceway. We have been repeatedly re- 
quested by contractors and central station lighting men to provide 
some method of connecting up desk lamps and other electrified 
equipment standing some distance away from electrical outlets— 
without allowing loose wires to lie dangerously about on the floor. 
Their customers are clamoring for it. And this is it! 


AND PROPERTY 











WHY “they” NEED IT! 


BEFORE this really practical over- 


floor raceway is installed: 








1, Loose wires constitute a real danger. There 
is a definite liability, if people are injured by 
tripping over them. 


2. Telephone and buzzer service is subject to 
frequent interruption—usually at the worst 
possible time. 


3. Power and Light service is jeopardized. 
Blown fuses interrupt work. 


4.. There is a real fire hazard—a_ persistent 
threat to the continued operation of business. 
Vital business records are constantly exposed 
to destruction. 














“Lies Flat as a Pancake—with Thin Sloping Edges!” 





1500 wiREMOLD 1524 TELEPHONE OUTLET 





1543 DUPLEX RECEPTACLE 1543 DUPLEX RECEPTACLE 


1542 JUNCTION BOX 


1500 wWIREMOLD 1500 wiEMOLD 








SIMPLE 
Wiremen_ to 


© as is for 200 —» 
€@— break off for 500—» 
€— break off for 700—» 





Catalog No. 1517A 





INTERNAL ELBOW 


Provides a simple connection 
for 200, 500 or 700 Wiremold 


installed on wall or baseboard. 
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PANCAKE D 
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THE SAFE OVER: FLOOR RACEWAY 


“ON THE FLOOR 
BUT NOT IN 
THE way!” 





UW 





















FLATASA eee ME STRONG aS 


PANCAKE! \HALFA HEEL HIGH, A BRIDGE! 


BUT PLENTY OF ROOM FOR 
4 No.I2 WIRES 





for EITHER Telephone & Buzzer Wires - OR 
POWER and LIGHT Wires/ 








WHY “YOU” WILL LIKE IT! 


1. Easy to sell—just as easy to install! 


2. Creates new business for the contractor—gives control of it 
to the contractor. 


3. Made to Wiremold standards—backed up by Wiremold 
guarantee! 


4. Because it again demonstrates the well known trade truth: 


“Wiremold HELPS the Contractor!” 














To Suir Business NEEOS 
-Nor Walt OUTLETS 
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WHY “they” LIKE IT! 


AFTER this really practical over-floor 





raceway is installed: 


1, Offices may be arranged for convenience and 
comfort—because outlets may be placed 
where needed. 


2, Aisles are kept clean—free of obstructions. 
Wires are still on the floor, but not in the 
way! 


3. The usefulness of office facilities is multi- 
plied—with resultant gain in clerical effi- 
ciency. 


4. No danger of AMATEUR TAMPERING 
with power or service wires—by stenograph- 
ers, clerks or office boys. 











FITTINGS?! Easy for skilled 


Install! 
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TELEPHONE OUTLET 


A practical answer to the de- 
mand for safe and convenient 
connections — and_uninter- 
rupted service. 


=: 


Catalog No. 1542 





JUNCTION BOX 


Equally useful for tee, elbow 


or cross—or for connection 


to floor outlet boxes. 


Easy to sell the customer 


Catalog No. 1543 





DUPLEX RECEPTACLE 


Quick, safe, sure, trouble- 
proof connection for desk 
lamps and appliances, ete., 
in home or office. 
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Impairing Service 
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or direct to the electrical wholesaler. 

At this point a typist laid a pile of 
outgoing mail on Mr. Clark’s desk for 
signature, so the interviewer rose. “I 
must be going,” said he, “but before I 
do, will you not sum up the situation and 
outlook for still better relations with the 
wholesaler on the part of the electrical 
dealer ?” 

“I do not pretend to offer a solution 
for all the problems we have discussed 
so frankly,” said Mr. Clark, “but in 
these comments I have no intention of 
being unfairly critical. It is our firm 
belief that the wholesaler will profit 
most in the long run by working closely 
with the retailer. There is little to 
choose on our part between credit con- 
ditions in wholesaling and manufacturer 
dealings, and our practice of taking cash 
discounts is advantageous both to us and 
to the wholesaler. We retailers, and 
there are not so many local survivors of 
the depression in the contractor-dealer 
field after all, considering all we have 
gone through, are on the firing line. We 
are closer to the public than the whole- 
saler can be, and as we prosper, we can 
develop new business and add to our 
purchased totals from the wholesaling 
branch of the industry. 

“In this connection we are making a 
start toward increased cooperation with 
other branches of the industry which 
seems to hold a good deal of promise. 
Following conferences with a represen- 
tative of a leading lamp manufacturer, 
an arrangement has been set up for trial 
this year under which the manufac- 
turer’s representative will have access 
to our sales records on this item, work 
with our men in seeking to meet 
monthly quotas for each of our stores, 
cooperate in checking up monthly results 
against bogies, and aid us in more effec- 
tive utilization of sales helps, advertis- 
ing, window displays, and business 
building. We have outlined together 
the month-to-month business we seek to 
reach, and regular monthly tables and 
charts of results will be gone over and 
studied in conference at least every four 
weeks. Already a new spirit of cooper- 
ation is in the air, and we have suggested 
to wholesalers that a similar plan of co- 
operation may be worth developing be- 
tween us and them. As our treasurer, 
Ralph Earle, puts it, we are hoping to get 
away from the routine purchasing of 
goods for shelf stocks at the urge of 
the wholesaler’s salesmen and to depend 
more upon jointly planned selling. 

“The consuming power of the retail 
market, given a fair profit to the dealer 
on his fair proportion of the retail vol- 
ume moved in his territory, is capable 
of much greater development. Those 
of us who are in constant contact with 


28 


the public, who not only sell them ap- 
pliances but install wiring and equip- 
ment on their premises, are in a strate- 
gic position to build business for the 
whole industry. I cannot believe that 
in the long run the wholesaler will be 
satisfied with the inadequate coverage 
of the popular market possible largely 
from the wholesaler’s base of action. If 
the abuse of discounts can be done away 
with, and if each branch of the industry 
concentrates on its own proper economic 
functions, conditions should improve on 
a very wide scale.” 
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sufficient current will be forced through 
the tube. The distance that the current 
can travel varies of course with the 
density of the gases used and the tube 
diameter. To regulate the current in rela- 
tion to these varying conditions, trans- 
formers must increase the voltage from 
110 to as high as 15,000 volts. Besides 
performing this function, the transform- 
ers also compensate for changes in re- 
sistance of the gases and thus provide uni- 
form operation. 

Although the name “neon” is com- 
monly used in referring to this type of 
sign, it is a misnomer, as neon is but 
one of several gases used in luminous 
tube signs. Others commonly used are 
mercury, argon and helium. None of 
these is used by itself, but is always 
mixed with small amounts of other 
gases to produce a diversity of colors. 
Since there is a difference in the densi- 
ties of gases, it is necessary to allow for 
various resistances. For instance, with 


other conditions being equal, twice as 
much neon gas can be illuminated as 
helium, while 10 per cent more mercury 
can be illuminated than neon, etc. 

This is not an attempt to summa- 
rize the complete technology of luminous 
tubes, but it does explain the logic be- 
hind these signs, the necessity for a 
transformer and most important of all, 
the fact that this is not too specialized or 
technical a line for the wholesaler to 
handle successfully. 

Apparently the last criticism of ob- 
jecting wholesalers is self-explanatory. 
Many asserted that some manufacturers 
are selling direct. That is quite true, 
but mainly because the latter need ade- 
quate sales representation and would be 
willing to sell through wholesalers if the 
latter will take a hand and do a selling 
job for them. In this respect, though, 
it would be helpful to both parties if the 
manufacturers announced with louder 
and more frequent shouts that trans- 
formers are available at electrical 
wholesale houses. 

The market for transformers is broad, 
it is not limited to any one’section of 
the country. A few manufacturers of 
luminous tube signs do a national busi- 
ness, but they are in the minority, as 
90 per cent of the concerns in this in- 
dustry are interested only in their local 
territories. Large cities support many 
sign producers, while, as mentioned be- 
fore, any town of 25,000 or 30,000 per- 
sons contains at least one signmaker. In 
each wholesaler’s territory there are 
several of these concerns to be contacted 
and sold. 

Of the total number of transformers 
sold last year, about 98 per cent went 
into new equipment, the remaining 2 per 
cent were used for replacing worn-out 
transformers. Today practically every 
sign manufacturer does maintenance 


(Continued on page 32) 








They Can Sell Cleaners. In fact this group from Hamburg Bros., Akron, 
are so good that they won $200 and a sterling silver loving cup, first prize 
in the recent, nation-wide, Royal vacuum cleaner distributor’s contest. The 
prizes were awarded during a visit of the group to the Royal factory in 
Cleveland. The contest was based on a quota system, with Hamburg Bros., 
far exceeding their figure. From left to right: S. Margolis, H. Q. Smith, 
R. L. Balch, manager; A. Levine and W. E. Pellett, Royal factory whole- 


sale representative. 
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WHY THREE GRADES OF 
BRYANT FLUSH RECEPTACLES? 


A COMPLETE LINE TO MEET THE MANY VARIED INSTALLATION REQUIREMENTS 


THE HIGH GRADE SPECIFICATION LINE—of highest quality construction, 
necessarily more expensive, but conforms to Treasury Department, Federal, 
and other exacting specifications. 


THE 4822 RECEPTACLE is the 
same as No. 4812 except that the 
bosses are molded in the plate 
furnished. 


THE 4812 RECEPTACLE has in- 
tegral bosses, a bakelite back, 
plaster ears, and is top wired. 
Contact is made on both sides of 
the plug cap blades. 





THE STANDARD SPECIFICATION GRADE—for general use, moderate in price 
but high in quality for the superior installation. 


‘THE 4832-X RECEPTACLE is so 
arranged that one outlet may be 
controlled by a switch and one 
independent of the switch, 
always alive. 


THE 4832 RECEPTACLE has in- 
tegral bosses, a fibre back, plas- 
ter ears, and is side wired. 





‘THE COMPETITIVE GRADE—for the price market. Low priced without sacri- 
fice of essential quality carrying full assurance of consumer satisfaction. 


THE H-142 RECEPTACLE has SPECIFY - USE - SELL 
integral bosses, a fibre back, BRYANT 
parallel slots, and narrow 


mounting ears. There is a Bryant Receptacle 


for Every Need 


BIR WANT - 
W SUPERIOR WIRING DEVICES @ 


THE BRYANT ELECTRIC COMPANY - BRIDGEPORT, CONNECTICUT 
NEW YORK: 100 East 42nd St. * CHICAGO: 844 West Adams St. -« SAN FRANCISCO: 325 Ninth St. 
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€ e 
ommuhication! 
by “US? WIRES and 
CABLES 


. A line of wires and cables for every pur- 
pose... from power-house to home... to 
mine...to mill...to farm...to factory...to 
communication circuits.® Where de- 
pendability, long life, and economy are 
essential get the facts on the U.S. Line. 


UNITED STATES RUBBER PRODUCTS, INC. 
1790 Broadway, New York, N. Y. 


United States Rubber eee I 
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+ They’re Used To It so winter weather doesn’t bother them at all. They 


step right out with no coats or hats. Our seven weather-defying friends are 


with Southern Electric Supply Co., Houston. 


From the left: Mr. Sholibo, 


city sales; Harry Callahan, Jeff Bartlett, Ed Kessler, Ruth Rupport, Lydall 


Yoder and Sidney Yoder. 








Marketing Neon 
Transformers 





(Continued from page 28) 


and repair work, not only on his own 
signs, but on any make. Besides these 
concerns, there are several hundred 
firms who do only repair and mainte- 
nance work. These companies also re- 
quire many transformers for replace- 
ments. 

It might be well, and at least inter- 
esting, for the wholesaler executive or 
salesman to know something of the men 
in the “neon” sign business today. The 
majority of them were in some phase of 
the sign-advertising field before this 
time, coming from the painted or elec- 
tric bulb sign game. Another portion of 
them were in the glass-blowing busi- 
ness, others had been sheet metal men, 
and a small percentage formerly were 
electricians. They are, for the most 
part, keen individuals who early fore- 
saw the present wide acceptance of neon 
as an advertising medium. 

Returning again to the luminous tube 
sign itself and its equipment, it is neces- 
sary to speak of the use of capacitors. 
The high reactance of standard sign 
transformers causes low power factor 
and this reactance can be neutralized by 
a capacitor. When using a capacitor, 
the average power factor of a “neon” sign 
is about 92 per cent, but when a capac- 
itor is not used, the power factor falls 
as low as 40 per cent. 

The modern high power factor trans- 
former is provided with built-in capac- 
itors. Old installations, however, offer 
a large market for the sale of separate 
capacitors. A small number of cities and 
power companies have minimum power 
factor regulations on all low power fac- 
tor loads, so require the installation of a 
capacitor with each luminous tube sign. 
The largest cities having such rulings 
are Portland, Ore., and Boston, Mass. 
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As in all other lines carried by elec- 
trical wholesalers, makes of trans- 
formers vary as to selling advantages. 
Therefore it is necessary that a concern 
considering the distribution of this type 
of transformer go into various phases 
and try to find out which make will be 
the most acceptable and why. In trans- 
formers the most important point is 
quality. Transformers have a tough job 
to perform and they must be built to do 
it with a minimum of service expense. 
Here again manufacturers aid distribu- 
tors and sign manufacturers as they 
guarantee transformers for a one-yéar 
period. Nevertheless, it is obviously, 
necessary that a transformer hold. up- 
longer than this period. The average 
transformer should continue to function 
properly for at least two years if it-is 
properly installed. Longer life will be 
added if transformers are mounted 
rigidly in upright positions, although it 
is possible to mount them either on end 
or inverted if necessary. 

Sign makers usually sell at a close 
margin. They want to save as much in 
labor costs as is possible, consequently 
they demand a transformer that is easily 
and quickly installed. 

Completeness of the line is another 
factor that the wholesaler should con- 
sider. Although he will not be having 
daily, weekly or even monthly calls for 
some units, it is necessary to know that 
his manufacturer makes and can supply 
the demand when occasion arises. Di- 
mensions are also something to think 
about as compactness is often highly 
desirable. Economy, coolness and quiet- 
ness of operation are other necessary 
requirements of this type of transformer. 
In the case of indoor units, especially, 
appearance has much to do with helping 
to put across sales. 

Along with transformers, there are 
other items that a wholesaler should 
handle. Sign installations require, of 
course, many feet of wire and, in some 
cases, cords and plugs, also. These ma- 
terials are in the wholesaler’s stock. 
Next, the manufacturer of luminous 


tube signs needs switches, and often 
time-switches. Every sign job takes 
some tape—another item all wholesalers 
stock. Occasionally there is need for a 
flashing sign, so the wholesaler could 
sell equipment for this type of installa- 
tion. Porcelain bushings for insulating 
tubing where it passes through metal 
parts of the sign must be bought from 
someone, so why not from the electrical 
wholesaler ? 

Some electrical wholesalers have be- 
come really enthusiastic about this class 
of business. They are selling to the 
sign manufacturers, not only trans- 
formers, but electrodes, gases, glass tub- 
ing, tube supports, etc. This field is by 
no means limited to the larger whole- 
saler. As a matter of fact, some of the 
best selling jobs are being done by 
relatively small houses who really go 
out after this business. 
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brought about by the policy of the manu- 
facturer to sell standard merchandise to 
concerns who distribute throughout the 
country on a direct-to-the-retailer basis 


at prices considerably under those which 


the wholesaler can offer. As long as this 
condition exists, there will be an appre- 
ciable volume of business lost to the 
wholesale industry every year. 

Some standard practice for handling 
direct: quotations should be set up. In 
othef--words, the industry as a whole 
should either quote directly on certain 
classes of business or should handle all of 
such business through their dealer out- 
lets. If my observations are any indica- 
tion of the general situation, there is 
ample justification for eliminating the 
retailer from certain types of business, 
as it appears to be the only way in which 
the wholesaler can protect himself. Dis- 
cussions with the dealers indicate that 
there’is a lack of uniformity as to policy, 
which is creating a rather chaotic con- 
dition between the retailer and the whole- 
saler. 

Unquestionably, some thought should 
be given to the problems of the retailer 
through the contact men in the field. Like 
all sales problems, the personnel angle 
is of major importance. The right type 
of personnel, with adequate training and 
a definite understanding of retail prob- 
lems in the community served would, no 
doubt, overcome much of the reaction the 
wholesale business is receiving. 

Some of the most important items listed 
under “lost business” by the wholesale 
industry are so-called utility campaign 
specials. Experience has proven that 
periodically throughout the year it is 
necessary, if a substantial volume of load 

(Continued on page 36) 
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SAFETY SWITCHES 


The New VACU-BREAK Principle, together with the 
STYLINED Appearance and COMPACTNESS of 
the Cabinets, has truly “electrified” the Trade. 
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CATALOG No. 14322 CATALOG No. 24322 CATALOG No. 34322 


MASTER TYPE (*.') 


SPECIFICATIONS INCLUDE: 
VACU-BREAK Principle of Circuit Rupturing 
¢ Safety Interlocks © Quick-Make and 
Quick-Break e@ Special Type Fuse Clamps 
© WIRE GRIPS (Solderiless lugs) @ Stylined 

Cabinets @ H, P. Ratings. 

Capacities 30 AMP to 1200 AMP 





—Solderless Lugs— 
WIRE GRIPS 


ore furnished on 


Ferrule Type 
MASTER LINE 


Screw - tightening 


STANDARD TYPE ("<: 


SPECIFICATIONS INCLUDE: 
VACU-BREAK Principle of Circuit Rupturing 
@ Non-interlocking @ Quick-Make and 
Quick-Break * Reinforced fuse grips 
@ WIRE GRIPS (Solderless lugs) © Stylined 

Cabinets @ H. P. Ratings. 
Capacities 30 AMP to 600 AMP 


Knife Type 
MASTER LINE 
Screw - tightening 


JUNIOR TYPE ("3° 


SPECIFICATIONS INCLUDE: 


VACU-BREAK Principle 
Non-interlocking 
WIRE GRIPS (Solderless lugs) 
Stylined Cabinets 

Capacities 30 AMP to 600 AMP 


Ferrule 


Knife Type 
STANDARD LINE 


Spring re-inforced 


Type 
STANDARD LINE 


Spring re-inforced 


ALL 3 LINES FUSE CLAMPS FUSE CLAMPS FUSE GRIPS FUSE GRIPS 


Write or wire for 16 Page Bulletin containing a full explanation of the 
VACU-BREAK principle and complete specifications of all three lines 


JOG ELECTRIC PRODUCTS CO. 


DETROIT, MICHIGAN, U.S.A. 


Bul! Dog Electric Products of Canada, Ltd. 
Toronto, Ontario 
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Business is built upon confidence.... None can long survive without the Confidence 


of its customers. ... Fragile and illusive, it is renewed or destroyed with every trans- 
action. ... The Safecote stamp is a mark of confidence. ... Safecote wire is bought 


on Confidence. . . . Safecote performance constantly strengthens this confidence. 
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Build your business upon the Solid 


foundation of Safecote Confidence. 


SAFECOTE PERFORMANCE SPECIFICATIONS 
AVAILABLE UPON REQUEST 


GEORGE C. RICHARDS, LICENSORS’ AGENT- 


| CONDUCTORS 


recat U.S. LETTERS PATENT NUMBERS: 
© 1,635,829 . 1,772,436 ; 
1,798,486 1,410,790 
OTHER PATENTS PENDING 


LOOK FOR THIS TRADE MARK 


INSIST UPON GENUINE SAFECOTE 


155 EAST 44th ST., NEW YORK CITY 
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building appliances is to be sold, that 
certain specials should be injected into 
the picture which provide additional in- 
centive for the customer to purchase, 
create sales enthusiasm among the men 
and, in general, pep up the sales picture. 
These specials normally necessitate con- 
cession in price which, generally speak- 
ing, is out of the question if the regular 
manufacturers’ and wholesalers’ profit is 
taken. It would seem to me that a con- 
siderable amount of lost business could 
be saved if the manufacturer, through his 
wholesalers, was in a position to offer 
periodically high quality standard mer- 
chandise specials, dolled up with cam- 
paign features, thereby eliminating the 
possibility of inroads by manufacturers 
who practice direct selling. 

Unethical competition is concerned 
entirely with fast moving merchandise. 
In fact, it is the only type of merchandise 
that could be handled at a profit. Grant- 
ing that competition must be confined 
to fast moving items, it would certainly 
appear that wholesale pricing should be 
revised on the basis of turn-over. A large 
amount of equipment carried by the legiti- 
mate wholesaler has a very low turn- 
over and is carried in order to give serv- 
ice to the trade. This merchandise is not 
subject to unethical competition to any 





great extent. These service items should 
bear their actual costs, leaving the whole- 
saler in a position to quote on fast moving 
items, based on the cost of handling those 
items alone. 

The wholesale industry at its inception 
was primarily for distribution purposes. 
As time has passed, selling has become 
a more and more important function. 
Therefore it has been necessary not only 
to distribute but to contribute a great 
deal to the retail picture through its out- 
lets in order to insure a steady volume 
of business. Wholesalers have in the 
past few years taken on many specialty 
items which require special treatment 
and, as a consequence, the methods by 
which distribution was carried on was 
changed to meet the requirements of the 
new items since, obviously, they could 
not be distributed on the same basis as 
structural materials, wiring materials and 
other electrical supplies. 

From such an investigation as this 
writer has made, one cannot help but feel 
that most of the problems referred to in 
the paper under discussion can be satis- 
factorily settled by adjusting wholesale 
policies and practices to meet the condi- 
tions as they exist today. 


Underwriters to Label 
High Tension Cables 


Approved gas tube sign and oil 
burner ignition cable may now be 
identified by means of the “Under- 


’ 


writers’ Laboratories’ Inspected” label. 
Provision for labeling these materials 








+A “Genuine” Westinghouse Kitchen. Something in the nature of a “typo- 


graphical error” occurred on page 6 of our March issue. 
helpful article on “Selling Planned Kitchens,’ 
3ach, division manager of the Westinghouse Electric Supply Co., 


or <. EB 


The timely and 
obtained through the courtesy 


, 


Portland, Ore., was inadvertently emblazoned with a picture of a General 


Electric kitchen. 
photograph. 
salers fine, but not so well as all that. 


It goes without saying that Mr. Bach did not furnish the 
He says that he likes the General Electric Co. and its whole- 
Westinghouse and General Electric 


wholesalers alike throughout the country will agree with us that there is a 
certain pathos in this situation, which we believe can best be met by pre- 


senting above a picture of a genuine Westinghouse electric kitchen. 
is the kind Mr. Bach’s organization sells. 


of these kitchens throughout Oregon. 
for the “Home of Tomorrow.” 
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This 
By the way, there are quite a few 


It was designed by Westinghouse 


has been made with the issuance of a 
new standard covering their construc- 
tion and performance. Label service 
and the requirements of the standard 
became effective February 17. 

March 16 was set as the deadline, 
after which all listed cable of this class 
will be required to bear the label. These 
are available in 100, 250, and 500-foot 
denominations. Present listings of gas 
tube sign and oil burner ignition cable 
were automatically transferred from re- 
examination service to label service be- 
fore that date. 

. 


General Electric Again Sponsors 
Demonstration Homes 


As a continuation of an_ effort 
launched last year to demonstrate the 
value of scientifically-planned, up-to-date 
homes both to prospective home-owners 
and to industry, a new large-scale 
demonstration home-building program 
for 1936 has been .announced by the 
General Electric Co. The company it- 
self will build no houses but will again 
sponsor a cooperative movement of ma- 
terial and equipment manufacturers, 
architects, builders, and other related 
groups, as it did in 1935. A large field 
organization of 170 local committees 
will handle the administrative details of 
the plan. 

The plan will be carried on as an ac- 
tivity of the recently-formed General 
Electric Home Bureau in New York of 
which C: M. Snyder is manager. J. F. 
Quinlan, manager of the 1935 “New 
American” activity, will again be in 
direct charge. 

As part of the plan, houses will be 
built in cooperation with power com- 
panies, local newspapers, electrical 
dealers, decorators, and furniture and 
department stores, with the exact details 
of the program worked out to fit each 
community. National promotion will 
spotlight this activity. 

Official openings of the demonstra- 
tion homes will be staggered, most of 
them occurring during the suggested 
period from August 15 to October 15. 
It is hoped that the final date for con- 
cluding arrangements between local 
committees and builders will be June 1. 


WPA Seeks Re-employment 
For Electrical Men 


An advisory committee representing 
the electrical industry of the Metropoli- 
tan New York district is cooperating 
with Supervisor Richard E. Mueser, of 
the industrial re-employment bureau of 
WPA, in a plan to find employment for 
men formerly affiliated with the elec- 
trical industry who are now on relief. 
The bureau has a complete, classified 
file of all these persons and employers 
are asked to come to the bureau when 
in need of additional employees or re- 
placement. L. E. Latham is the whole- 
saler member of the advisory committee. 
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Nodell Motors, Oak Park Avenue, Oak Park, Illinois—The diffused quality of this lighting installa- 
tion makes the automobiles show up to their best advantage. The lines of the 
appointments, seem to have added span The installation consists of twelve Silver Bowl Mazpa 
. nine with 300-wati lamps and three with 200-watt lamps. 


lamps in Curtis “‘L’ Or-Ray” firtures . 





THE G. E. SILVER BOWL MAZDA 
LAMP OFFERS JOBBERS 
A NEW LIGHTING TOOL 


to improve indirect lighting with new, decora- 


tive fixtures, and in many old installations 


G. E. Silver Bowl Mazpa lamps offer electrical 
wholesalers a new tool for selling and installing 
better indirect lighting in stores, shops, schools, 
office buildings, small factories and public build- 
ings. 


In these lamps, the bowl itself is silvered. It 
makes a brilliant, non-tarnishing mirror that 
reflects the light without regard to the age or 
condition of the reflector in the lighting fixtures. 
It provides a means for obtaining increased light 


cars, their color and 





G. E. Silver Bowl Mazpa 
lamps are regular Mazpa 
lamps with a coating of 
‘mirror”’ silver on the bow 
From 60 up to 500 watts. 


sea. 








winin nv9 


Mei@a tainly 





This mark means . 


they stay brighter longer 


with old or tarnished fixtures ... increased light 
which, thanks to the inside frosting, is compara- 
tively freer from undesirable deulion s and which, 
because of the half-silvered bowl, is also freer 
from harsh side glare than an unshielded lamp. 
Since each lamp is its own reflector the cleaning 
is simplified and costs less. 


For detailed information, write to General Elec- 
tric Company, Department 166, Nela Park, 
Cleveland, Ohio. 


GENERAL @ ELECTRIC 
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Trade Associations 





Baltimore Wholesalers Form 
Local Association 


The Independent Electrical Whole- 
salers Association of Baltimore was or- 
ganized in February with the following 
concerns as charter members: 

Atlantic Electric Supply Co., Balti- 
more Electric Supply Co., Baltimore 
Gas Light Co., Electrical Distributing 
Co., Eagle Electric Supply Co., Excello 
Public Service Co., Greenfield Electric 
Co., Monumental Electrical Supply Co., 
Peoples Electrical Supply Co., and 
Shepherd Electric Co. 

Officers of the new association are 
W. J. Flannery, Baltimore Electric Sup- 
ply Co., chairman; William Derr, 
treasurer, and L. E. McCalley, Monu- 
mental Electrical Supply Co., treasurer. 


Ladies Are Invited To 
French Lick Meeting 


This year wholesalers and manufac- 
turers are invited to bring their wives 
to the annual meeting of the Lake 
Michigan Club, which will be held at 
French Lick on April 16 and 17. A 
special program is being arranged for 
their entertainment. 

Morning sessions will be given over 
to frank discussions of subjects of na- 
tional importance in order that the 
sentiment of the wholesalers in the Mid- 
dle West may be properly expressed at 
Hot Springs in May. Chairman Walter 
R. Kiefer will preside. Afternoons will 
be devoted to golf. Tournaments will 
be under the direction of Charles Dub- 
sky, golf chairman. 

Special hotel rates of $10 per person 
per day, for either single or double 
rooms, have been secured, also special 
round trip railroad fare from Chicago, 
including lower berth, of $16.20. 

The advisory committee consists of 
F, R. Eiseman, J. H. Gleason, H. D. 
Roseth, A. E. Treganza, R. L. Wildauer, 
and E. L. Wyman. 

All electrical wholesalers and manu- 
facturers are considered as members of 
the club, which has no dues or by 
laws, and which keeps no minutes. 
Reservations for the French Lick meet- 
ing may be sent to A. J. McGivern, 
secretary, 701 W. Jackson Blvd., Chi- 


cago. 
« 


Executive Committee Named 
For Industry Cooperation 


Following the recent conference of 
representatives of the national associa- 
tions of utilities, manufacturers, whole- 
salers, and contractors, called by Earl 
N. Peck, president of NECA, to dis- 
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cuss industry cooperation, an executive 
committee of 12 has been named to 
further the movement. 

NEWA is represented on this com- 
mittee, which will be known as the Elec- 
trical Industry Promotion Committee, 
by F. R. Eiseman, B. W. Clark, and 
G. E. Cullinan. 


Boston’s Biggest Trade Show 
Draws 8,700 Electrical Men 


With more than double the attend- 
ance of last year, the third annual elec- 
trical show under the auspices of the 
Electrical Manufacturers’ Representa- 
tives’ Club of New England was held 
in the main ballroom of the Hotel 
Bradford, Boston, March 4 to 6. For 
the first time the show was put through 
successfully without any subsidy from 
local utilities, and the number, and 
scope of exhibits surpassed all previous 
records. Ninety-seven exhibitors rep- 
resenting about 275 different electrical 
product lines occupied space, and at- 
tendance was well sustained from start 
to finish. A number of exhibitors re- 
ported considerable sales activity on the 
premises, and the attendance _ repre- 
sented many areas in the northeast, 
special bus service being run from 
Maine and other points. The show was 
opened with an address by James M. 
Curley, governor of Massachusetts, who 
complimented the organization and the 
local electrical trade upon its ability to 
cooperate in the development of busi- 
ness and a spirit of enterprise, un- 
paralleled in his knowledge of similar 
association activities elsewhere. 


This year the previous distribution of 
tickets by wholesalers and manufac- 
turers was dispensed with, no formali- 
ties being required to enter the display. 
Local manufacturers’ representatives, 
distributors and other branches of the 
industry cooperated, as did the trade 
press, in stimulating attendance. The 
displays covered a wide range of prod- 
ucts from all types of lighting fixtures 
and supplies to wiring material, rural 
electrification development, appliances, 
switches, lamps, motors, control de- 
vices and other products. 

The trade show committee included 
J. J. Slater, Triangle Conduit, chair- 
man; H. J. MacDonald, U. S. Rubber 
Co., vice-chairman; Chas. D. White, 
Atlantic Conduit Fittings, treasurer ; 
Charles A. Stone, New England Elec- 
trical News, secretary; A. C. Nelson, 
Arrow-Hart & Hegemann; H. A. Hur- 
ley, Collyer Insulated Wire; J. J. Cos- 
tello, Burndy company; J. V. Leary, 
Electrical Agencies; James S. Patrick, 
Benjamin Electric; and E. J. Rigby, 
Wiremold Co. The officers of the Elec- 
trical Manufacturers’ Representatives’ 
Club are Wm. H. Etzell, Grahling Fix- 
tures, president; R. P. Taylor, Square 
D, vice-president; C. D. White, At- 
lantic Conduit, treasurer; and W. V. 
Haynes, Hatheway & Patterson Co., 


secretary. 
. 


NEMA Files Application For 
Trade Practice Conference 


The Federal Trade Commission has 
acted favorably on an application by the 
Board of Governors of NEMA for a 
trade practice conference of the electri- 
cal manufacturing industry. 

Before a set of trade practice rules 
are submitted to the Commission for its 
consideration, the proposed rules will be 
submitted to all sections of NEMA and 
then approved by the policies division of 
the Association. 








+ On With The Show. Gov. J. M. Curley, of Massachusetts, opens the 


third annual electrical trade show at Boston. 


On the extreme left stands 


James J. Slater, trade show chairman; Wm. H. Etzell, president, Electrical 


Manufacturers’ Representatives Club of New England, is next. 


The Gov- 


ernor is flanked on the other side by J. J. Costello. 
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Denver Wholesalers Sponsor 
Adequate Wiring Drive 


Wholesaler members of the Electrical 
League of Colorado were hosts to the 
electrical contractors of Denver at a 
buffet supper on March 4. Purpose was 
to acquaint the contractors with the 
League’s program to stimulate the sale 
of adequate wiring, which will later 
be extended throughout Colorado, Wy- 
oming and New Mexico, the area 
served by the Rocky Mountain Electri- 
cal Association. 

Attendance at the meeting totaled 75, 
including 40 electrical contractors who 
are estimated to be doing 90 per cent 
of the wiring business in that com- 
munity. 

J. A. Mayer, district manager of the 
Graybar Electric Co., and chairman of 
the League’s distributors division, pre- 
sided. He emphasized the necessity for 
concerted action in the problem of at- 
tacking the wiring and rewiring market, 
and pledged the support of the whole- 
salers in any organized movement tend- 
ing to promote adequate electrical in- 
stallations. The general plan of action 
was detailed by J. J. Cooper, chairman 
of the League’s home wiring com- 
mittee. 

John A. Baker, field representative 
of the League, enumerated some of his 
personal experiences in developing the 
market for improved wiring. He stated 
that the industry will have to raise its 
sights considerably if it is to hit the 
mark of 3 per cent for wiring which is 
a reasonable percentage of the total cost 
of construction. 


Havana Cruises Feature 
Small Appliance Drive 


April is “Electrical Housekeeping 
Month” with thousands of central sta- 
tions, department stores and electrical 
housewares dealers from coast to coast. 
Sponsored by Edison Electric Institute 
and 12 leading manufacturers, the pro- 
gram will stimulate public interest in 
the smaller appliances by focusing upon 
their promotion the intensive sales and 
advertising efforts of practically the en- 
tire industry. 

The slogan of the campaign will be 
“Make ‘April Showers’ Electric.” Color- 
ful window display posters, stickers, 
newspaper advertisements and publicity 
releases are available to participating 
dealers through contributing manufac- 
turers. Large broadsides, also in color, 
will describe the campaign to dealers 
and direct their most effective participa- 
tion in the national activity. National 
advertising is being utilized by the elec- 
trical housewares committee, repre- 
senting NEMA and the Edison Electric 
Institute. 

A feature of the campaign will be a 
window display to be installed by each 
participating dealer incorporating at 
least one copy of the special display pos- 








+ At The Counter stand some of the gentlemen who keep customers con- 


tent on behalf of Brower Electric Supply Co., Greensboro, N. C. 


The 


gathering includes, from the left: T. F. Menze, bookkeeper; F. E. Beaudry, 
manager radio parts department; J. C. Bennett, assistant in radio depart- 


ment; Howard Carruthers, counter man and the chief, W. F. 


Brower. 





ter. As an added incentive to the in- 
stallation of these displays, three all- 
expense cruises to Havana will be 
awarded as prizes in a national contest. 


Model Electrical Law 
Published by NEMA 


The Uniform Legislation Department 
has just published a Model State Elec- 
trical Law as a result of several years’ 
study. 

In line with NEMA’s normal pro- 
cedure of not promoting any legislation, 
this Model State Electrical Law has 
been prepared so that it may be avail- 
able when needed either to offset unsat- 
isfactory pending legislation or so that 
it may be presented to various branches 
of the industry organized within a state 
where such legislation is desired by the 
industry. The new publication contains 
the various provisions of such a law by 
sections, and opposite each section is a 
complete explanation of the purposes of 
that section and the reasons for such 
sections so that those interested may 
decide whether they should be included 
or not in the preparation of any par- 
ticular state electrical law. 

There are indications of definite agi- 
tation for state electrical legislation next 
year in the following states: Alabama, 
Georgia, Iowa, New Jersey, New York 
and Rhode Island. 


Automotive Wholesalers 
To Rate Manufacturers 


A general classification of manufac- 
turers, based upon their selling policies, 
has been adopted by the Motor and 
Equipment Wholesalers Association. 
Ratings, ranging from “AA” to “Z,” 
are assigned from information supplied 
by the manufacturers themselves. They 
are based upon the degree of each man- 
ufacturer’s cooperation with wholesalers 
on profit structure, turnover, obsoles- 
cence, sales assistance, etc. 
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Illinois Retailers Plan Attack 
On Sales To Industrials 


Retail appliance dealers in Chicago 
have recently organized the [Illinois 
Radio and Electrical Dealer’s Associa- 
tion. Together with about 20 other 
retail groups they have formed the [I- 
linois Federation of Retail Associations 
with offices at 20 N. Wacker Drive. Ob- 
jective is to limit the abuses of sales to 
industrials, not only of electrical appli- 
ances, but of all lines which they be- 
lieve should properly be sold through 
dealer channels. Preliminary confer- 
ences with wholesaler groups and others 
with a view to formulating definite 
policies are now being held. 


Wisconsin Appliance Trade 
Re-elects Greusel 


Frank W. Greusel was re-elected 
president of the Wisconsin Radio, Re- 
frigeration and Appliance Association 
at the annual meeting of the board of 
directors, held in Milwaukee on March 
4. A. R. Strong was named wholesale 
vice-president. 

* 


Sixth Annual Dinner 
of EEWA 


The Eastern Electrical Wholesalers 
Association will hold its sixth annual 
dinner, entertainment and dance in the 
ballroom of the Hotel Astor, New York 
City, on Saturday evening, April 18. 
Joseph Kurzon is chairman of the en- 
tertainment committee. 


Manufacturers To Meet 
At Hot Springs 


The annual spring meeting of the 
National Electrical Manufacturers As- 
sociation has been announced for the 
week of May 17 at the Homestead, Hot 
Springs, Va. 
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Tested Merchandising Ideas 


Auction Plan Builds List 
Of 10,000 Prospects 


A novel and effective method of capi- 
talizing on a radio and refrigerator ex- 
hibit is detailed in the March issue of 
Nation’s Business. Not satisfied with 
the prospect list that he might acquire 
by the simple pulling power of his dis- 
play, this California dealer conceived 
the idea of holding an auction. 

Placards in his booth informed 
passers-by that the contents of the booth 
would be auctioned off at the end of 
the show to the highest bidder. Anyone 
could submit a bid by handing in a slip 
of paper with their name and address 
and the amount of their bid written 
on it. 

When the show was over, the dealer 
had a prospect list of some 10,000 names. 
Most of them were live prospects, too, as 
they would not be likely to submit a bid 
unless they were interested in the 
merchandise. 


Table Freezing Demonstration 
Sells Refrigerators 


With hot weather just around the 
proverbial corner and the peak selling 
season for refrigerators right at hand, 
the following unique demonstration 
ought to be a big hit. It paid big divi- 
dends to the Westinghouse dealer in 
California who used it. 

Lifting the unit from one of his re- 
frigerators, he placed it on a table in the 
most prominent place in his salesroom. 
It was completely out in the open air in 
summer temperatures. He filled one of 
the ice trays with water and placed it 
in the unit and turned on the current. 

With the unit turned to normal, the 
cubes froze before the astonished eyes 
of his visitors. When the freezing op- 
eration was completed, the cubes were 
removed and the operation repeated. 
Such a demonstration is more convinc- 
ing than the best sales talk. 


Dramatizes Savings To Move 
Laundry Equipment 


Instead of the usual generalities about 
the savings effected by the use of elec- 
tric washers and ironers, a dealer in 
Pennsylvania has found a way of mak- 
ing the story impressive. It is simply a 
matter of carrying out the calculations 
far enough so that the figures are suffi- 
ciently startling. 

He has arranged a display in his store 
which features the equipment, a week’s 
laundry and a series of large placards. 
One placard gives the average life of 
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Which the 
wholesaler’s 
salesman 
can pass on 


to his dealers 











the equipment under normal conditions 
of use. Another. tells the average weekly 
saving which may be effected by using 
the home laundry equipment instead of 
sending the laundry to a commercial 
establishment. 

But the largest card carries a figure 
which runs into several thousand dol- 
lars. This represents the saving that 
can be expected during the lifetime of 
the equipment. ‘Why throw such a 
huge sum away?” asks the card. It then 
goes on to point out the additional sav- 
ings in wear on the clothes. 

The size of the figures, even though 
they are spread out over a long period 
of years, stops the prospect. A couple 
of dollars saved is one thing but a cou- 
p'e of thousand—well, that is worth in- 
vestigating. 





A Few Minutes Off from his ex- 
acting job of central station sales 
specialist for Sager Electrical Sup- 
ply Co., Boston, permitted Harry 
S. Brisbin (right) to pose with Ed- 
ward F, Delaney, newly appointed 
assistant manager of stores. Among 
other things, Mr. Brisbin is known 
as a champion merchandiser of “pin- 
em-up” lamps. 









Test Proves Selling Power 
Of Good Displays 


Convincing proof of the value of a well 
arranged, prominent display in boosting 
the sale of appliances was offered in 
Portland, Ore., a while ago. The man- 
ager of one of the large department 
stores had an idea that toys should be 
displayed more prominently than any- 
thing else during December. In order 
to make room for his toy display, the 
electrical appliances were relegated to a 
remote corner and rather poorly dis- 
played throughout the season. 

When the figures were all in on the 
December business, it was discovered 
that appliance sales had fallen off 50 
per cent from the same period of the 
previous year. They had enjoyed an 
attractive and fairly prominent display 
at that time. 

Dealers who are difficult to convince 
when it comes to the importance of dis- 
play may learn an inexpensive lesson 
from this example. 


Loans Heating Appliances 
For Guest List 


Here is a plan that will be particu- 
larly timely when the  post-Easter 
luncheons and entertainments get into 
full swing. It is particularly suitable 
for church groups and organization 
affairs although it may also be applied 
to private luncheons or entertainments 
as well. 

It is a variation of the familiar 
demonstration plan except that in this 
case the percolators, the casseroles, the 
sandwich toasters and grills and the 
serving sets are loaned without the 
demonstration requirement. The sole re- 
quest is for a list of the names and ad- 
dresses of the guests who attend the 
affair. 

The idea, of course, is that the women 
who use the equipment will come to ap- 
preciate its value. As a good many women 
usually have a hand in preparing the 
luncheon or refreshments at affairs of 
this kind, a follow-up letter calling their 
attention to the various appliances will 
meet with a wide response. Many of 
those who attended but had no part in 
the preparation of the food will also re- 
member the equipment with interest. 

The word of mouth advertising given 
to the appliances and the dealer who 
sells them, the appreciation of the com- 
mittee in charge of the arrangements for 
the help that the dealer has given them 
and the selling power of the self-demon- 
stration, all combine to put the women 
in a buying mood when a sales letter or 
a salesman calls upon them later. 
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It may be news to some, but it is a definite fact to many 
electrical wholesalers that dealers are finding a large 
and more receptive market for TRICO PRODUCTS. 
Good news travels fast. TRICO quality is becoming 


better known everywhere—it is working to your ad- 
vantage right now. TRICO PRODUCTS will strengthen 
your relations with dealers—will build your volume— 
will add to your profit—will help you to make cus- 
tomers of present prospects—and will increase your 
prestige. 





RENEWABLE 


FUSES 


Give accurate, safe, efficient protection 
year after year. 






Your customer is as- 
sured that the possibility of “foreign” 
links finding their way into fuse casings 
will be definitely eliminated and that the 
so-called practice of “doubling up” links will be dis- 
continued. These conditions are costly, dangerous, 
inefficient and are the cause of many unnecessary 
shutdowns. Your customers are always sure of 
obtaining the correct replacement elements from your firm. With the 
many superior features TRICO provides it also includes safe pre-deter- 


mined Time-Lag. 


OPTO-MATIC 
LUBRICATORS 


’ Only modern, visible, con- 
stant-level lubricator for 
ring and ball bearings 
having micrometer level 

adjusting device for quick 
' installation and accurate 
level adjustment. Saves 
oil and time—ends bearing troubles 
—reduces motor burn-outs. Gives 
your dealers many talking points— 
gives users many advantages. 


“DRIP-DROP” 
| OILER 


DRIP t For solid, wick, or waste 
| packed bearings. Can be 


I 
I 


used for thousands of ap- 
‘ plications. Saves oil, time, 
and worry. Neat, com- 
pact, visible, automatic, 
economical, dependable, 
and inexpensive. Avail- 
able in three sizes. A 
profitable, much-in-de- 


mand item for dealers. 





TRICO 

















FU 


Ye er Oa 


COLORTOP FUSES 
SELL because they TELL 


All colored shock-proof top— 
customers know size by the color. 
A different color for every size— 
easy selection—quick inspection— 
instructive to user. Cadmium 
Plated metal parts prevent corrosion and insure bet- 
ter contact. Outstanding plus values that make 
quick sales—5S-unit cartons—7 color counter display 
box—each fuse has new Underwriters’ Label. 


for FUSE CLIPS 


Effect a great saving when installed 
on both new and old fuse clips. 
Wherever installed they have elimi- 
nated replacement of fuse clips, burnt 
fuses, arcing at contact and unneces- 
sary Watt Loss. Your customers will 
as tor a the suggestion to use KLIPLOK Clamps 

uilt to last indefinitely. It’s a hot item to show. 




















; FUSE 
et PULLERS 


For safe and efficient handling of 
fuses and adjusting switch and cut- 
out clips. Eliminates all risks of 
shocks, burns, infection, etc. 
Strong, rugged, laminated construc- 
tion. Five times as strong as solid 
milled pullers. Fits all makes of 
fuses. Made in 4 sizes. Every fuse 
box should have one. 


4K “KANTARK” 
FUSES 
These high grade one-time fuses are fur- 
nished in all standard sizes. Designed 
for cool, efficient operation. Heavy brass 
caps. Genuine vulcanized fibre tubes 
(not paper). Accurate and dependable—finest qual- 


ity and workmanship throughout—tested in all 
sizes by Underwriters’ Laboratories. 
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E. A. Jones Becomes President 
Of Havens Electric 


E. A. Jones, formerly vice-president 
and general manager of the Havens 
Electric Co., Albany, has been elected 
to the post of president, succeeding 
Morton Havens, who died in February. 
L. R. Perlee, who has been serving as 
secretary and treasurer of the company, 
vakes Mr. Jones’ place as vice-president, 
while F. A. Van Schaick succeeds Mr. 
Perlee as secretary and treasurer. 

Mrs. Elizabeth M. B. Havens has 
been elected to the board of directors. 


Weiss-DeVeau Opens Branch 
In Manhattan 


Establishment of a new branch office 
and warehouse at 50 W. 21st St., New 
York City, has been announced by 
Weiss¢DeVeau, Brooklyn. J. E. Weiss, 
formerly of the headquarters staff, will 
serve as inside manager of the new 
office. 

Twenty new men have been added to 
the sales staff, covering Brooklyn, Long 
Island; Manhattan, Staten Island and 
the Bronx. Two new warehouse men, 
an accountant and a secretary have also 
joined the organization. 

. 


L. L. Hirsch Talks On 


Attic Ventilation 
Among the speakers at the “Refriger- 


ation and Air Conditioning” dinner of 
the New Orleans Electrical Association, 


Leo L. Hirsch, president, Electrical 
Supply Co., and a past president of the 
Association, discussed the large and 
profitable market which attic ventilation 
offers the electrical industry. 


Carolina Westinghouse Branch 
Enlarges Force 


E. L. Hanna, formerly with the West- 
inghouse Electric & Mfg. Co., at Char- 
lotte, N. C., is now with the Green- 
ville, S. C., house of Westinghouse 
Electric Supply Co. handling supply 
lines. A new merchandise salesman, 
E. C. Downing, has also been added to 
the sales force. Mr. Downing formerly 
sold for a Charlotte, N. C., dealer. 

Two recent additions have been made 
in the warehouse of this branch. Both 
new in the wholesaling field, they are 
F, P. Larson and J. O. Leonard. 


W. J. Maney Elected President 
Of South Bend Electric 


W. J. Maney, formerly secretary and 
general manager of the South Bend 
(Ind.) Electric Co., has been elected 
president of the organization. F. E. 
Kilander is now serving as vice-presi- 
dent and J. R. Storey as secretary and 


treasurer. 
a 


Brown-Johnston Reorganizes 


The Brown-Johnston Co., Spokane, 
has changed its name to the Brown- 








+ Before Their New Quarters stand a few members of the Evansville, Ind., 


house of Westinghouse Electric Supply Co. 


The new location is at 201 


N. W. First St., and contains 22,000 sq.ft. of floor space. From the left, 
front: Howard Williams, driver; W. C. Collier, sales; Helen Rosenmeyer, 


stenographer; Bertha Dwyer and 


clerk; the boss, J. 


Blanch 
Stubbs, cashier, and C. W. Hughes, sales. 
H. Richards; Robert Thuerbach, clerk; W. D. Clark, 


Rhodes, stenographers; Eulah 
Rear: Harold Hoge, shipping 


stock supervisor, and Tom Dornbush, counter. 
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Johnston Wholesale Co. and has moved 
from 118 Lincoln St. to its own build- 
ing at South 117 Wall St. 

The new quarters, which provide 35,- 
000 sq.ft. of warehouse space, are lo- 
cated on a railroad siding near the re- 
tail business district. 


Allen Heads Brockton Branch 
Of Sager Supply 


Nelson L. Allen is now in charge of 
the Brockton branch of the Sager Elec- 
trical Supply Co. Mr. Allen, who was 
formerly assistant manager, takes the 
place of A. R. Pearson, who resigned. 

Richard W. Smith is working with 
Raymond Sanderson as a salesman at 
the Brockton office. 


Thielscher Becomes Graybar 
Divisional Manager 


K. L. “Barney” Thielscher has been 
brought back to Buffalo as divisional 
manager of the Buffalo and Rochester 
territories of the Graybar Electric Co. 
J. L. Murphy is being transferred to 
New, York as assistant merchandising 
manager. 

Mr. Thielscher was appointed Buffalo 
manager in 1923 and remained in that 
capacity until 1933 when he became di- 
visional manager at Syracuse. A year 
ago he was transferred to Philadelphia 
as merchandising manager. 


C. O. Newton Now Manager Of 
New England Fixture Supply 


Chester O.: Newton, formerly New 
England representative of the V-V Fit- 
tings Co., Philadelphia, and later as- 
signee of the Voye Electric Supply Co., 
Boston, has beén made general manager 
of the New England Fixture & Supply 
Co., Boston. He is located at the new 
quarters of the concern, 169 Congress 


St. 


° 
Johnson On Ordinance Committee 


Frank A. Johnson, Continental Elec- 
tric Co., is the wholesaler representative 
on a special committee of the Electric 
and Radio Association, appointed to 
consider a revision of Kansas City’s 
electrical ordinance which has not been 
revised since 1927. 


Westinghouse Supply 
Reduces Deficit 


The balance sheet of the Westing- 
house Electric Supply Co., which is in- 
cluded in the annual report of the West- 
inghouse Electric & Mfg. Co., shows a 
gain in assets of the wholesaling sub- 
sidiary of $998,000 during 1935. The 
Supply company’s deficit was reduced 
from $4,920,000 to $4,580,000. In- 
ventories increased slightly during the 
year, from $3,586,000 to $3,711,000. 
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Personnel Changes Announced 
By General Electric Supply 


J. L. Busey, president, General Elec- 
tric Supply Corp., Bridgeport, has an- 
nounced the following changes through- 
out his organization : 

G. H. Smith is now district sales 
manager of appliances for the Detroit 
district. A. S. Joseffy has been made 
branch manager at Grand Rapids. Wal- 
ter Koch has been transferred from the 
Philadelphia district to become branch 
manager at Providence. 

Leland Williams, formerly at Bridge- 
port headquarters, is now district man- 
ager at Newark in charge of appliance 
sales. W. J. Mulhall is district sales 
manager in charge of supply sales. I. 
J. Chesley is district operating manager 
and M. J. Mendres district credit man- 
ager. 

G. W. Chapman, formerly local sales 
manager of appliances at Houston, has 
been transferred to Dallas. R. C. Nash 
is now district operating manager at 
Salt Lake City. J. H. Christensen is 
service supervisor, while J. A. Wilson 
holds the same position at Denver. F. 
L. Suddith is resident salesman at 
Billings, and G. F. Kehoe has been ap- 
pointed branch manager at Niagara 
Falls. 

L. A. Iserman has been transferred 
from the Portland district to Des 
Moines as branch manager. 

W. E. Graham, formerly at Butte, 
becomes district manager at Kansas 
City. D. G. Keller is district sales man- 
ager of appliances and J. W. Puckett 
district operating manager. Mr. Keller 
and Mr. Puckett were formerly officials 
of Midwest Electric Appliances, Inc., 
which has now been consolidated with 
the Kansas City district. 

A. A. Uhalt is district sales manager 
at Dallas in charge of appliances. W. 
M. Goodwin has been transferred from 
Dallas to become branch manager at 
San Antonio. W. R. McCauley is now 
branch manager at Springfield, O., and R. 
V. Heitzman is branch manager at 
Evansville, where N. G. Knapp has re- 
placed L. M. Williams as branch oper- 
ating manager. L. M. Burdick has been 
made local manager, and L. F. Carmody, 
local operating manager, at the Butte 
office. 

’ 


Industrial Exhibit To Open 
New Graybar House 


Graybar Electric Co. plans to hold an 
industrial exhibit of electrical apparatus 
April 16-18 incidental to the occupancy 
of their new quarters at 2 Liberty St., 
Newark. 

Harold P. Litchfield, manager of this 
branch, previously located at 284 Halsey 
St., said that 30 or 40 of the manufac- 
turers whose products are distributed in 
this territory by Graybar would partici- 
pate in the exhibit, which will include 
motors and control, wiring materials, 
fixtures, lamps, fire alarm and automatic 





+The Fixture Room made a first-class studio at that. R. C. Stueve, presi- 
dent, Electric Supply Co., Tulsa, Okla., requested the folks to assemble 


there for this picture. This is the result. 


Seated, from the left: F. E. 


Cotham, city sales; E. E. Eaton, city sales; Pearl Gilliam, stenographer; 
W. P. Woods, Jr., auditor; O. F. Shaw, city sales, and C. C. Boyer, counter 
man. Rear: James Yarbrogh, stockman; R. C. Stueve, president; R. E. 
Newhouse, secretary-treasurer; F. W. Stolba, price clerk, and E. A. Gaddis, 


warehouse man. 


call systems, also a demonstration of 
new Western Electric sound apparatus 
including police radio. 

Representatives of industrial plants, 
municipalities and others interested in 
electrical developments will be invited to 
inspect the new quarters and witness the 
displays. 

* 


Price Electric Supply Plans 
Reorganization 


Receivers for the Price Electric Sup- 
ply Co., Pittsburgh, have submitted to 
creditors a plan of reorganization pro- 
viding for an 80 per cent settlement of 
their claims, 30 per cent payable upon 
confirmation of the plan and the balance 
payable in 10 monthly installments of 
five per cent each. 


Oakes Acorn Club Hears 
Eberhart on FHA 


The necessity of better home condi- 
tions in America as a medium to cut 
down crime among the youth of the na- 
tion was told in an address by A. O. 
Eberhart, former governor of Minne- 
sota, and now Federal Housing Admin- 
istrator, to members of the Oakes Acorn 
club, and their guests in club headquar- 
ters, Appleton Street, Holyoke, on Feb- 
ruary 25. He pointed out that the FHA 
is one medium toward bettering living 
conditions. John M. Newton, president, 
Oakes Electrical Supply Co., presided. 


e 
Tafel Electric Adds 
To Personnel 


At the main house in Louisville, W. 
A. Rice and William Williams have 
been added to the force of Tafel Elec- 
tric Co. Mr. Rice is selling appliances 


April 1936 — ELECTRICAL WHOLESALING 


in the city and “Bill” works at the city 
sales counter. He replaces Earl Evans 
who has been promoted to the sales 
force as city supply salesman. 

In Lexington, H. O. Newman has 
been employed to sell merchandise lines. 
Newman formerly worked for Ken- 
tucky-Tennessee Light and Power Co. 
there. 

At the Nashville branch Arthur Boyd 
has been added to sell the merchandise 
lines, assisted by another new employee, 
Milton Thompson. 

A subsidiary, the Tafel Refrigeration 
Co., Cincinnati, has brought in C. C. 
Dixon and P. Bassett to sell radios. 


Electrical Supply Adds 
RCA Lines 


Electrical Supply Co., New Orleans, 
has taken over the wholesale distribu- 
tion of RCA products, including sound 
equipment as well as radio sets and 
tubes. 

+ 


Young Heads Electric Sales 


At Lee Hardware 


W. E. Young is now in charge of the 
electrical department of the Lee Hard- 
ware Co., Salina, Kan. He succeeds G. 
J. Givens, who has retired from active 
service with the firm. 

. 


White Electric Redecorates. 
Adds to Personnel 


Quarters of the White Electric Co., 
Lincoln, Neb., have been completely de- 
decorated. Several new men have been 
added to the sales and inside staffs. Don 
G. Krentz is calling on the city trade. 
L. B. Hayes is handling the books and 
D. G. Hudson, Jr., has joined the de- 
livery force. 
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+’Twas Early Morning, but these 
folks were on hand to take care of 
“early bird” customers of the Fort 
Worth (Texas) branch of Westing- 
house Electric Supply Co. At the 
left stands Allen Jackson, counter 
man; then Miss Ruth Urban, sten- 


ographer; B. C. Coates, branch 
manager; E. C. Cummins, office 
manager, and R. T. Falkenberg, 
sales, Westinghouse Electric & 
Mfg. Co. 


Westinghouse Supply Changes 
In Northwest District 


Extensive changes in its Northwest- 
ern district have been announced by the 
Westinghouse Electric Supply Co. 

J. T. Urban, formerly Chicago mer- 
chandise manager, has been transferred 
to Milwaukee, taking charge of all mer- 
chandising activities for the Northern 
group houses, including Milwaukee, 
Madison, St. Paul, Minneapolis and 
Duluth. Mr. Urban reports direct to H. 
Czech, division manager at Milwaukee. 

J. J. Moffatt, formerly merchandise 
manager of the Northwestern district, 
assumes responsibilities for the mer- 
chandising activities of the Southern 
group houses, including Chicago, Peo- 
ria, Indianapolis, Evansville, Omaha, 
Sioux City, Des Moines and Waterloo. 

E. J. Schumacher has been employed 
as refrigerator supervisor in the Water- 
loo territory N. E. Harvey, refrigera- 
tor supervisor, has been transferred 
from Milwaukee to Sioux City. M. C. 
Larson has been transferred from the 
customer claims department at Chicago 
to salesman at the city counter. C. A. 
Overlease is now employed as assistant 
to the claims manager at Chicago. 

F. J. Beatty, formerly in the Westing- 
house Electric & Mfg. Company’s credit 
department, is now in the credit depart- 
ment at the supply company at Chicago, 
handling metropolitan refrigeration 
credits and collections. 

H. L. Thulin has been transferred 
from warehousing to city sales at Des 
Moines. John J. Lee, formerly mer- 
chandise salesman at Chicago, is now 
at Indianapolis as general supply sales- 
man in the western Indiana territory. 
Ray B. Mowe is the new refrigerator 
supervisor at Indianapolis, replacing N. 
E. Wooters, resigned. 


44 


C. H. Rice is now refrigeration and 
merchandise salesman at Evansville. E. 
H. Hurst is a new salesman out of the 
Milwaukee office with headquarters in 
Waukesha. C. L. Thompson is now 
refrigerator supervisor at Milwaukee. 

H. L. Hackney is serving as refrig- 
erator sales-serviceman at St. Paul. F. 
G. Johnson, formerly city counter man 
at St. Paul, has been transferred to 
Duluth as outside territory salesman. 
J. Stratton, formerly territory salesman 
at Duluth, is now refrigerator super- 
visor. 

° 
“Dave” O’Brien Receives 
Graybar Service Award 


D. H. O’Brien, general merchandis- 
ing manager of the Graybar Electric 
Co., completed his 20th year of contin- 
uous service with the company last 
month. Mr. O’Brien started with the 
company in 1916 at the Murray St. 
store. Later he became farm power and 
light salesman at the New York house, 
and subsequently held the following po- 
sitions there: assistant telephone spe- 
cialist, telephone specialist, line material 
specialist, manager of the lighting de- 
partment, manager of the telephone and 
radio department, general radio sales 
manager. In 1928 he was transferred 
to the general department, appliance 
division. 

Seven other Graybar employees com- 
pleted service records ranging from 20 
to 35 years during March. Heading 
the list with 35 years of service are 
William Weiss, manager of supply sales 
at Chicago; Arthur Dienhart, salesman 
at Minneapolis; and John DeWitt, 
warehouse foreman at Atlanta. 

Harry Fritz, manager of telephone 
sales at Chicago, received the 25-year 








+ Sober Reflection makes I. I. Jaffe, 
owner of Silk City Electrical Sup- 
ply Co., Paterson, N. J., wish that 
the image in the desk were a work- 
ing model of himself. Then there 
would be enough hours in the day 
to solve all the problems that arise 
in the operation of such a modern, 
efficient, electrical wholesaling 
business. 


award. James G. McNeely, Pittsburgh 
salesman, and George E. Wiley, Chi- 
cago salesman, also completed 25 years 
of service. Lena A. Boyd of Atlanta 
received the 20-year award. 


Oklahoma City G.E. House 
Distributes Appliances 


When the Oklahoma City house of 
General Electric Supply Corp. took over 
the distribution of General Electric re- 
frigerators and other appliance lines, 
many new men came on the payroll. Al- 
bert Ahrens has charge of appliance sales. 
Earl Rumbaugh is sales promotion 
manager; S. T. Simpson, Harry Tolson, 
Jr., and E. V. McNeese are new appli- 
ance salesmen. 

William Kearney manages the com- 
mercial refrigeration department and 
Earl King is responsible for radio sales. 
P. B. Moran is the new product man- 
ager, while Guy Gentry and Howard 
Trekell are newcomers in the accounting 
department. 

This branch is now a district house, 
headed by L. R. Radley, formerly local 


manager. 
8 


O. Fred Rost Moves 
To Chicago 


O. Fred Rost, marketing editor of 
Business Week, was transferred to the 
Chicago office of the McGraw-Hill Pub- 
lishing Co. on March 1. He will con- 
tinue in the same capacity with Business 
Week and, in addition, will be western 
editor for that publication and for Mc- 
Graw-Hill publications as a whole. 

Mr. Rost joined McGraw-Hill’s edi- 
torial advisory staff in 1929. Previ- 
ously he had been president and general 
manager of the Newark Electrical Sup- 
ply Co., was at one time chairman of 
the Atlantic Division, NEWA, and 
various other committees. In 1927 he 
instituted a course on “Constructive 
Salesmanship” for 2,000 salesmen, and 
received the wholesalers’ medal under 
the James H. McGraw Award. 

Mr. Rost was one of two Ameri- 
cans asked to address the distribution 
section of the Sixth International Con- 
gress on Scientific Management, held in 
London last summer. 


Obituary 


C. D. Snyder 


C. D. Snyder, vice-president, Palmetto 
Electric Supply Co., Columbia, S. Car., 
died recently after an illness of three 
days. He was just 38 years old at the 
time he came down with pneumonia. 

Before joining the Palmetto organi- 
zation, Mr. Snyder was employed by 
Westinghouse Electric Supply Co. as an 
assistant auditor. 
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INDUSTRIAL SOCKETS 











— with Red Key and gray insulating enamel 


These features set the Red Key sockets high above the ordinary. Threaded catch shells finished with gray 

insulating enamel. Gray porcelain interior, extended to form a bushing or bearing for the key (see insert view above). 

Brass shell cannot cut into the key stem. Heat-resisting lining encloses the porcelain interior. Furnished with usual female 
thread caps, also pendant and cord grip caps. Complete listings in catalog data-sheet, on request. 


RROow F 1G DIvIsIon : 
memes 20 ELECTRIC DIVISION gummed 
THE ARROW-HART & easter ELECTRIC CO. HARTFORD. CONN. 
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Personals 


W. J. Meyers and C. B. DeCamp 
lately joined the sales force of Graybar 
Electric Co., Louisville, Ky. Both of 
these men will specialize on refrigerator 
lines. Meyers, formerly with a local 
utility, will work the Louisville terri- 
tory, while DeCamp will work out of 
Lexington. 

D. W. Assury, formerly lighting 
salesman at the Charlotte, N. C., house 
of Westinghouse Electric Supply Co., 
has been transferred to Raleigh as 
service manager. At the Greenville, 
S. C., branch, E. C. Downine will 
handle merchandise sales. 


R. H. Topp, J. M. Jones and H. L. 
LINDSEY are recent newcomers at 
Charleston Electrical Supply Co., 
Charleston, W. Va. Todd and Jones 
will talk the merits of the firm’s appli- 
ance lines. Lindsey is selling supplies 
to industrials. 


HerMAN CAHILL and L,. J. Burxs 
are new payroll names at Bluefield 
Hardware Co., Bluefield, W. Va. 
Burks is in the city territory. Cahill 
travels a section of Virginia. 

H. W. ScHoEenpbvuvE has taken over 
his new duties as appliance sales man- 
ager for the South Bend Electric Co., 
South Bend, Ind. He replaces J. P. 
Bosk. 


C. H. Rice is a new citizen of Evans- 
ville, Ind. He was recently transferred 
to the Westinghouse Electric Supply 
Co. in that city from Seattle, Wash. At 
Evansville, Rice heads the major appli- 
ance sales department. 


H. L. Howett and M. O. Hosce of 








+ Nothing Serious about this busi- 


ness of selling as K. E. Wheat, 
branch operating manager of G. E. 
Supply Corp. at Paterson, N. J., 
passes out some pointers on a new 
product. His audience is George 
Beyer, salesman for the branch. 
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Westinghouse Electric Supply Co. re- 
cently switched cities. Howell went 
from the Columbia, S. C., house to 
Greenville as service manager and Hogg 
from Greenville to Columbia in the 
same capacity. 


J. N. CAMERON, a new entrant in the 
electrical wholesaling field, is doing 
office work at General Electric Supply 
Corp., Raleigh, N. C. 

P. G. Boone is now taking care of 
the office work at Electric Supply & 
Equipment Co., Greensborough, N. C. 


N. G. Knapp, for 10 years a mem- 
ber of the office force of the Evans- 
ville, Ind., branch of General Electric 
Supply Corp., was lately promoted to 
branch operating manager. L. M. 
WiLiiAMs has been promoted to out- 
side salesman there, covering parts of 
Indiana, Illinois and Kentucky. 


R. S. BRECKENRIDGE has been added 
to the force of Graves Electric Supply 
Co., Greenville, S. C., to handle the 
counter trade. 


E. B. GARRETT is a new name at Gray- 
bar’s house in Charlotte, N. C. Garrett 
is seeing that the warehouse runs 
smoothly. 


Joun KersHaw has been transferred 
from the Charlotte, N. C., house -of 
Westinghouse Electric Supply Co. to 
Columbia, S. C., as supply salesman. 


E. L. Upett and Joon HANCOCK are 
recent additions to the sales force at 
Superior-Sterling Co., Bluefield, W. Va. 
Udell, new in the electrical wholesaling 
business, is handling all lines as is Han- 
cock. The latter was formerly with 
Bluefield Hardware Co. 


L. A. SHaw and J. V. Tatum, 
service supervisors for Graybar Elec- 
tric Co., were recently transferred. 
Shaw went from Charlotte to Durham, 
N. C., replacing Tatum who was moved 
to Richmond, Va. 


A. F. BrooKMAN has joined the city 
sales staff of the Frank C. Teal Co., 
Detroit. Wuitt1amM T. HoFrFMawn. has 
been transferred from stock records to 
city sales and I. DuNtap from store 
sales to stock records. 


H. C. TrouTMAN and H. A. SHEETS 
are new members of the sales staff of 
the Lee Hardware Co., Salina, Kan. 
Mr. Troutman is covering Wichita and 
the immediate surrounding territory. 
Mr. Sheets is handling southwestern 
Kansas, with headquarters at Pratt, 
Kan. 

PauL BEHNE is the new counter man 
at the Crescent Electric Supply Co., 
Burlington, Ia. 

Louis W. MEIER is now promoting 
electrical supplies for the Brown Sup- 
ply Co. in a portion of St. Louis, the 
company’s home city. 

WILLIAM WINTHEISER is now cover- 
ing Minneapolis for the Peerless Elec- 
trical Co., Duluth, Minn. 


WILL1AM GOLDBERG has been placed 
in charge of the lighting fixture show- 


room of Monarch Electric Supply Co., 
Newark, N. J. 

H. L. Tuutin has been appointed 
as sales representative for the West- 
inghouse Electric Supply Co., Des 
Moines. He is handling the counties 
west and north of the city. For the 
past two years he has been on the city 
sales staff. 

* 


Three Major Objectives 
of the Wholesaler 


Flint Garrison, director-general, 
Wholesale Dry Goods Institute, recently 
told the members of the National Re- 
tail Dry Goods Association what, in his 
opinion, they should expect from whole- 
salers under present competitive condi- 
tions. He said: 

“The two handed (or double fisted) 
compétition in which wholesalers are 
now engaged with direct selling manu- 
facturers on one hand, and with chain 
stores on the other, automatically sets 
up three major objectives or three main 
goals which, in my opinion, should be 
won and held by wholesalers. 

“1. Wholesalers should end all unfair 
competition from the manufacturers who 
supply them with goods by consistently 
maintaining definite principles upon 
which, and upon which only, they will 
do business with manufacturers. 

“2. Wholesalers should set up, and 
ultimately attain and maintain, a definite 
standard of operating efficiency, basing 
this standard primarily on the inde- 
pendent retailer’s needs under present 
competitive conditions. 

“3. Wholesalers should develop, or 
help to develop, among independent re- 
tailers a degree of efficiency comparable 
to the efficiency of the chains.” 








+ On the Run is James T. Wynne, 
city salesman for Treadway Elec- 
tric Co., Little Rock, Ark. Jim 
knows the wholesaling business 
well, having started at the Tread- 
way house some four years ago. 
Since that time he has been in every 
department, learning the fine points 
of each. 
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The thickness of the wall of 
Electrunite Steeltubes is always 
greater than the thickness of 
the metal at the base of the 
threads of threaded conduit. 
It requires no threading—no 
metal to be cut away from the 
thickness. 





CORPORATION 


Knurled inside finish avail- 
able in 4", %%" and 1” sizes 


Achain is no stronger than its 
weakest link. Threaded con- 
duit at the base of the threads 
is not as heavy as Electrunite 
Steeltubes Electrical Metallic 
Tubing. 


Over 100,000,000 feet of Electrunite Steeltubes Elec- 
trical Metallic Tubing has been used for wiring modern 
buildings of every type, for these reasons: 

1. It affords adequate electrical and mechanical 


protection to wiring. 


. It is approved by Underwriter’s Laboratories, 


The National Electrical Code and the U. S. Gov- 
ernment for use in concrete—on surface—and in 
partitions. Z 

It costs less, with fittings, to buy and to install 
than ordinary threaded conduit. 

It speeds up installation because it is easier to 
cut and bend, requires no threading, and the 
knurled inside surface makes wire-pulling ap- 
proximately 35% easier. 


. Three simple fittings adapt it to any type of 


installation. 


If you are interested in wholesaling genuine Electrunite 


Electrical Division 


WORLD'S 
LE V 


When writine Steel and Tubes, Inc. 


ELAN D 
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LARGEST PRODUCER OF ELECTRICALLY WELDED Tl 


OHIO 


Steel and Tubes Arc 


for further information, please address 


Steeltubes—the original Electrical 
Metallic Tubing that costs less, yet 
brings greater returns to the 
wholesaler through increased vol- 


ume—write us for complete details. 
EW 


BING 
Department 
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Barry Elected Vice-President 
Of Arrow Electric 


Grosvenor C. Barry has been elected 
vice-president of the Arrow-Hart & 
Hegeman Electric Co. For the past 





G. C. Barry 


eight years he has been connected with 
the company as export manager, indus- 
trial sales manager, and general sales 
manager. Mr. Barry began his business 
career with the Western Electric Co. in 
1912 in the jobbing division, and from 
1914 to 1918 was associated with the 
Hart Mfg. Co. When the American 
Brown Boveri Co. was organized in 
1926, he joined this firm as assistant 
vice-president, but resigned in 1928 to 
become associated with the Arrow- 
Hart & Hegeman Electric Co. 


Guy Peck Promoted by 
Edison Industries 


Guy A. Peck, manager of the Edi- 
craft division of Thomas A. Edison, 
Inc., for the past seven years, has been 
appointed vice-president and _ general 
manager of the Edison Wood Products, 
Inc., a division of the Thomas A. Edi- 
son Industries. Mr. Peck is located at 
the main office of the company at 114 
E. 32nd St., New York City. 


Mr. Peck has been associated with 
the Edison company for more than 20 
years. He was manager of Edison 


Wood Products before being connected 
with the Edicraft division. 


Lester H. Graves Promoted 
By Curtis Lighting 


Curtis Lighting, Inc., Chicago, an- 
nounces the appointment of Lester H. 
Graves, formerly vice-president of, Cur- 
tis Lighting of New York, Inc., as a 
vice-president of the parent organiza- 
tion. Mr. Graves, who will remain in 
New York, has been assigned important 
national duties with the division headed 
by Norman B. Hickox. 
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A graduate of the University of II- 
linois in electrical engineering, Mr. 
Graves was associated with the old Na- 
tional X-Ray Reflector Co., now Curtis 
Lighting, Inc., and in 1921 was placed 
in charge of the company’s local activi- 
ties in New York where he has been re- 
sponsible for many outstanding lighting 
installations. 

He has served the Illuminating Engi- 
neering Society in recent years as 
general secretary, treasurer, and as 
chairman of the finance committee. At 
present he is chairman of the IES com- 
mittee administrating the prize award of 
the Beaux Arts Institute of Design. 


BullDog Conducis Series 
Of Exhibits 


Following up announcements in the 
trade papers of its new line of “Vacu- 
break” safety switches, the BullDog 
Electric Products Co., Detroit, held a 
series of formal exhibits in all large dis- 
tributing centers during February and 
March. 

Wholesalers, wholesaler’s salesmen, 
contractors, industrial and maintenance 
engineers who attended these displays 
were given a practical demonstration of 
circuit rupturing, with no visible arcing, 
under a 60 ampere load. 

7 
G. E. Radio Division Opens 
Factory Branch in New York 


Establishment of a radio factory sales 
and service branch at the General Elec- 
tric warehouse, 585 Hudson St., New 


York City, has been announced by the 
General Electric radio division, Bridge- 
port. The branch will serve as the dis- 
tributing agency for the metropolitan 
New York area. 

Sales, billing, credit and service de- 
partments will be established. Direction 
of sales will be under Earle Poorman, 
district manager of appliance sales, and 
D. W. May, district radio sales man- 
ager. They will continue in their pres- 
ent location at 570 Lexington Ave. 

According to the announcement: 
“This arrangement is predicated upon a 
recognition of the extraordinary com- 
petitive conditions prevailing in metro- 
politan New York, and the need for 
extraordinary measures to meet them. 
It is in no way indicative of a nation- 
wide policy.” 

. 


Telechron Expands Plant 


Warren Telechron Co., pioneer in the 
electric clock field, has expanded its plant 
at Ashland, Mass.,"by the acquisition of 
the factory and property formerly be- 
longing to the General Chemical and 
Solvents Co. The new property in- 
cludes about two acres of land adjoin- 
ing the Boston and Albany Railroad 
and a building with a total floor area 
of approximately 10,000 sq.ft., of which 
about 7,000 sq.ft. is manufacturing floor 
space and 2,000 sq.ft. platform space. 


G.E. Arranges Dishwasher 
Sales Schools 


Planned for the sales personnel of the 
distributors, dealers and _ utilities, a 
series of one-day dishwasher schools 
will be conducted by General Electric 
home appliance distributors throughout 
the country. The schools will be under 
the management of the product division’s 
field representatives. 





































































































+ For Leading the Field in the contest to secure the largest number of new 
dealers in laundry equipment and vacuum cleaners last year, the Milwaukee 
division, Westinghouse Electric Supply Co., is awarded the L. L. Shawber 


Ship’s Clock Trophy. 


At the presentation were, left to right: J. G. Schmidt- 


bauer, Northwestern district manager, Westinghouse Electric Supply Co., 
Chicago; O. I. Alverson, manager of vacuum cleaner sales, Westinghouse 
Electric & Mfg. Co.; Henry Czech, division manager, Westinghouse Elec- 
tric Supply Co., Milwaukee (receiving the clock); and C. A. Dostal, North- 
western district merchandise manager, Westinghouse Electric & Mfg. Co. 
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A Section Devoted to Manufactarers’ Descriptions of Their Products 





Rubber Blade Fan 


Equipped with flexible blades of tough, 
moulded rubber, the manufacturer claims 
that this fan is absolutely safe. These 
blades, though sufficiently rigid to deliver 
a strong, steady current of air, are suf- 
ficiently soft to prevent injury to even a 
child’s fingers. This removes the neces- 
sity for any guard. In addition, this fan 
is said to furnish greater air delivery than 
conventional type fans of equal wattage. 
The motor, of radically new design, stays 
much cooler than the ordinary fan mo- 
tor, thus adding materially to its life. 
Casing is finished in brushed chromium. 
Fan is noiseless. Standard model, list- 
ing at $7.95, is finished in a soft, walnut 
brown, with walnut brown rubber blades 
and a rubber cord and plug of the same 
color. One deluxe model is finished in 
pastel green, with green rubber blades 
and the other in delicate ivory with ivory 
rubber blades. Both models list at $8.95. 
Samson-United Corp., Rochester, N. Y. 
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Appliance Tester 


Ruggedly built to withstand hard port- 
able service, this appliance tester provides 
a reliable method of testing by indicating 
watt load, to compare actual wattage con- 
sumption with rated specifications. Made 
to service refrigerators, washers, toasters, 
waffle irons, household motors, radio and 
other appliances. Three models are avail- 
able covering a wattage range from 
0-1500 and an ampere limit from 2-10. 
Equipment is complete with double end 
attachment cord and plugs as_ shown. 
Meter is mounted on bakelite base for 
portable use. Uniform meter scale pro- 
vides easy reading over the entire scale. 
Meter is mounted in dust-proof and mois- 
ture-proof cases. Hickok Electrical In- 


strument Co., 10514 Dupont Ave., Cleve- 





land, Ohio. — Electrical 
April, 1936. 
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What's 


NEW 





Fractional Gear-Motors 


Suitable for direct connection to 
stokers, agitators, mixers or similar 
equipment, this line of fractional hp. gear- 
motors are designed to meet requirements 
for power delivered at any desired speed. 
They are said to be inexpensive, highly ef- 
ficient and compact. Available in single- 
reduction and double-reduction types, with 
right-angle shaft drive and in single-re- 
duction, double-reduction, and triple-re- 
duction types with parallel shaft drive. 
Deliver power at speeds as low as 6 
r.p.m. Gear case incorporates a phosphor- 
bronze, worm-gear driven by a heat- 
treated nickel alloy, steel worm. The 
low-speed output shaft is supported on 





two roller bearings. Wagner Electric 
Corp., St. Louis, Mo.—Electrical Whole- 
saling, April, 1936. 


Indirect Lighting Adaptor 


As simple as the Mazda lamp itself, 
this “Mor-Light Adaptor” transforms ex- 
posed, glaring lamps into modern indi- 





rect illumination that floods the ceiling 
and entire room with soft, radiant il- 
lumination. Makes it possible to use 
higher wattage lamps now recommended 
for sight preservation. Attractive in de- 
sign, the unit is sturdily constructed and 
fashioned of enduring, breakage-proot 
beetleware. Easily installed by simply 
screwing it in place of the lamp and in- 
serting a lamp of the desired wattage in 
the fixture. Entire unit lists at $1.95. 
Westinghouse Lamp Co., Bloomfield, 
N. J. — Electrical Wholesaling, April, 
1936. 





Electric Lathe Grinder 


With spindle speeds from 7,000 to 44,- 
000 r.p.m., this No. 44 “Toolmaker” is 
adaptable for a wide range of work, in- 
cluding hundreds of jobs never before 
possible on a small lathe, according to the 
manufacturer. Replaces the No. 2-AG 
lathe grinder in the manufacturer’s line. 
Comes in a compact steel carrying case 
with the following equipment: three 
mounted wheels with 4% in. shank; one 
mounted wheel with 4 in. shank; one 2 in. 
vitrified wheel; one 3 in. vitrified wheel ; 
two “Hi-Speed” fabric belts; three as- 
sorted wrenches. Universal motor de- 
velops 4 hp. Bearings of the grinding 
spindle are oiled by vertically mounted 
felt wicks. Grinding spindle is made of 
cold drawn steel shafting with hardened 
wrench flats. Spindle ball bearings are 
“pre-loaded” to eliminate manual adjust- 
ment. The Dumore Co., Racine, Wis.— 
Electrical Wholesaling, April, 1936. 


Matched Appliances 


With solid walnut handles and feet, this 
line of “Chevalier” matched appliances is 
full chromium plated. Included among 
the products are six and eight cup perco- 
lators, eight cup urn sets, “Turn-Easy” 
toaster, automatic and non-automatic 
waffle makers, combination sandwich 


toasters, waffle makers and griddle, sup- 
per sets and buffet food servicer. List 





prices from $3.50 to $19.75. Landers, 
Frary & Clark, New Britain, Conn.— 
Electrical Wholesaling, April, 1936. 
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MAY 4-STAR ISSUE 


ELECTRICAL 
WHOLESALING 


It offers manufacturers 


an opportunity to: 


1 Focus attention on your line at a time when wholesalers 
are particularly interested in products, policies and market 
opportunities. 


9 Profit by the extensive editorial material which will set 
the stage and prepare the audience for the reception of 
your sales message. 


3 Exhibit your products (no formal exhibits at the conven- 
tion) at a special rate, in the Exhibit Section® of the 
May issue only. 


4 Profit by strong reader interest and long reader life that 

such an important issue will command. (Many whole- 
salers will retain their copies as permanent reference 
material. ) 


5 Gain added attention and interest through the extra dis- 
tribution of this issue at the convention to every at- 
tending member. 


Sell the wholesalers’ salesmen who will not attend the 
convention, and will depend upon Electrical Wholesaling 
to keep them informed. 


FLECTRICAL WHOLESALING * 330 w. 42nd ST., NEW YORK, N. Y. 











OF INTEREST TO ALL 
ELECTRICAL 
MANUFACTURERS 


AND THEIR 
ADVERTISING AGENCIES 


xx 


STATISTICAL CONVENTION 
NUMBER ISSUE 


xx 


5 MARKET ALL REGULAR 
OPPORTUNITIES = FEATURES 


*SPECIAL RATES 
for the 
EXHIBIT SECTION 


1 page, 2 colors (orange and black) $150 
2 pages, 2 colors (orange and black) $275 


RESERVE YOUR 
SPACE TODAY 


We must close early to 
meet the convention date 


























Kitchen Ventilators 


Available in four models, these kitchen 
ventilators are designed especially for 
small kitchens. They have a speed of 
1,500 r.p.m. and a capacity of 400 c.f.m. 
with a rating of 45 watts. Motor is self- 
cooled, non-radio interfering. Has a 
Blackman type wheel, rotationally bal- 
anced. Built-in-the-wall “Ilgette” comes 
complete with fan, cabinet and grille. 





Cabinet is fitted with telescopic sleeve 
so that the unit may be fitted to walls of 
different thicknesses. Unit may be re- 
moved from the cabinet by loosening two 
screws. Weather-tight outer door is 
opened when fan is started and shuts when 
fan ceases to run. Window models come 
in both portable and built-in styles. The 
fourth model is designed for transom in- 
stallations. Models are finished in baked 
cream enamel. Ilg Electric Ventilating 
Co., 2850 N. Crawford Ave., Chicago, 
Ill.—Electrical Wholesaling, April, 1936. 


Show Window Reflector 


Conserving light formerly wasted on 
non-productive areas, these show window 
reflectors concentrate it on the lower 
front of the window, the first point to meet 
the eye. Featuring the new “Sterling Lite- 





Flo Stipple,” these reflectors afford win- 
dow lighting improvement by using the 
same size lamp and at no increase in 
operating cost. Manufacturers state that 
the intense illumination at the lower front 
of the window increases attention and in- 
terest. Reflector & Illuminating Co., 
1437 W. Austin Ave., Chicago, Ill. — 
Electrical Wholesaling, April, 1936. 


Automatic Serew Driver 


With a positive lock to drive home 
screws in hard woods or to take out rusty 
ones, this automatic screw driver is light 
in weight but unusually strong. All metal 
parts are of steel, reducing wear and in- 
creasing strength. Has fewer moving 


52 


parts but these are heavier. Features 
extra strong clutch. Mahogany finished 


a2 


handle. All exposed parts are nickel 
plated except bits, which are polished. 
Non-reversible. Used rigid for taking out 
screws. Made in three sizes. Manufac- 
turers claim that it costs less than half 
the price of similar tools because un- 
necessary features have been eliminated. 
The Forsberg Mfg. Co., Bridgeport, 
Conn.—Electrical Wholesaling, April, 
1936. 


Streamlined Fan 


With a distinctive satin silver finish 
against a background of lustrous black, 
these “Zephair” model fans are stream- 
lined. “Aero-dip” blades move air in 
large volume without noise. They are of 
the wide type, nearly overlapping. Guard 
is electrically welded and gives maximum 
protection both to the back and the front 
of the blades. Cast base with deep 
sponge rubber cushion covered with 
corduroy assures quiet operation and pro- 
tection to the furniture. Equipped with 
a speed control switch and an easily ac- 





cessible oscillating control lever. Century 
Electric Co., 1806 Pine St., St. Louis, 
Mo.—Electrical Wholesaling, April, 1936. 


Ignition Batteries 


With a new type of construction pro- 
viding a higher sustained voltage, these 
74 and 9 volt ignition batteries produce a 
hotter spark than the old style “Uniplex” 
batteries. Each battery is completely en- 
closed in a weatherproof, metal con- 
tainer. Portability has been increased by 
a reduction of 40 per cent in weight and 
30 per cent in size, without the loss of 
any electrical capacity. Designed par- 
ticularly for motor boat and other gas 
engine owners. Burgess Battery Co., 


lava, Te Rive 


Il1._—Electrical 
April, 1936. 
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Freeport, Wholesaling, 


Plastic Open-Bowl Fixture 


Making use of a molded plastic known 
as “Plaskon,” this open bowl lighting unit 
has an unusually high efficiency, accord- 
ing to the manufacturers. Known as the 
“Commodore,” the unit features negligible 
breakage, low transportation costs, easy 
demonstration, installation and mainte- 
nance. The urea-formaldehyde plastic 
was chosen after exhaustive research by 





the Mellon Institute of the University of 
Pittsburgh, the General Electric Co. and 
the Plaskon Co. Reflector is 18% in. in 
diameter and weighs but 14 ounces. 
Hanger is manufactured from aluminum. 
These two light-weight materials permit 
the use of a simple telescopic rod and ex- 
tension cord to show the complete unit 
alight on a prospective customer’s ceil- 
ing. Portable demonstration kits, weigh- 
ing seven pounds, are available for light- 
ing salesmen. F. W. Wakefield Brass 
Co., Vermilion, Ohio.—Electrical Whole- 
saling, April, 1936. 


Motor Bearing Reamer 


Designed primarily for servicing frac- 
tional hp. motors, this spiral expansion, 
self-aligning reamer has a tapered float- 
ing collet. After new bushings have been 
pressed in, the collet is placed in one 


Cia 





bushing where it will perfectly center it- 
self. The long pilot is then passed through 
from the other end. After one side is 
reamed, the action is reversed by placing 
the collet in the reamed bushing and re- 
peating the operation from the other side. 
When the motor is assembled, the bearings 


will be in perfect alignment. The reamer 
cuts smoothly, leaving a full-bearing sur- 
face with a mirror-like finish. Size of 
the reamer is set by the adjusting plug 
in the head which expands the reamer 
very slowly, allowing close micrometric 
adjustment. Range of expansion covers 
above and below standard diameters tak- 
ing care of undersized shafts. Water- 
vliet Tool Co., Albany, N. Y.—Electrical 
Wholesaling, April, 1936. 
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Voltage Dropping Resistor 


Employing a standard metal-tube cas- 
ing and 8-prong octal base, the series 
“MT” line voltage dropping resistor not 
only provides a solution of the a.c.-d.c. 
series-filament supply prob- 
lem, but also blends in with 
the modern set chassis and 
metal tubes. Identical in 
size, shape and finish to 
metal-tube 25Z6_ rectifier 
and 25A6 power tube, the 
new resistor is installed by 
providing another octal 
socket. It meets the Un- 
derwriters’ requirements re- 
garding “hot” terminals and 
high leakage resistance to 
ground, since “live” parts 
are thoroughly insulated 
and metal covered. It keeps the dissipated 
heat above the chassis, where it belongs, 
and eliminates fire hazard. Available in 
any total voltage drop and for practically 
all pilot lamp and tube combinations. Bal- 
last action in pilot lamp resistor section 
can be provided. The resistor is coded 
and wired in accordance with proposed 
RMA standards covering such devices. 
There are three standard types available, 
covering the pilot lamp and filament re- 
quirements of 4, 5 and 6-tube sets. Claro- 
stat Mfg. Co., Inc., 285 N. 6th St., Brook- 
lyn, N. Y.—Electrical Wholesaling, 
April, 1936. 





Solderless Terminals 


This line of set-screw type solder- 
less terminals is made from seamless 
copper tubing. Being of the 
same size as standard cop- 
per lugs, they are said to 
be of particular advantage 
where spacings of live parts 
must be held to a minimum. 
May be applied to panels or 
safety switches. Require only 
a screw driver or pliers be- 
cause there are no _ loose 
parts. Made in sizes to take 
wires from No. 8 to 4/0 and 
also in round-end, standard 
two-hole and center-formed types for back 
connected stud work. Dante Electric 
Mfg. Co., Bantam, Conn. — Electrical 
Wholesaling, April, 1936. 





Master Antenna System 


Equally effective for short-wave and 
broadcast reception, as many as 25 sets 
may be operated on a single aerial and 
downlead with this master antenna sys- 
tem. Taking the place of the usual jungle 
of individual aerials, this single master 
aerial provides maximum signal strength 





for the more thorough enjoyment of local 


programs, or for DX reception. Avail- 
able in any combination of components 





for any size and kind of installation. Also 
available for concealed wiring in new 
buildings, or exposed wiring in old build- 
ings. System comprises: antenna unit 
connecting doublet antenna with down- 
lead transmission line, which in turn con- 
nects with individual set coupler for each 
set to be operated on system. Transmis- 
sion line comprises a twisted-pair rubber- 
covered cable. Line can be strung along 
the outside wall, or through conduit in a 
new building. Each set coupler is located 
with reference to a radio set. System 
may be readily installed by the experi- 
enced contractor or high grade service 
man. Technical Appliance Corp., 17 E. 
16th St., New York City—Electrical 
Wholesaling, April, 1936. 


Overlapping Blade Fan 


With “fingertip” control of oscillation 
from 90 degrees to any lower or station- 
ary position, this 16 in. overlapping blade 





fan supplements 10 and 12 in. models an- 
nounced previously. Manufacturers claim 
two distinct advantages over the conven- 
tional types—quieter operation and de- 
livery of a penetrating breeze for a 
greater distance. Motor base and-guard 
are finished in lustrous baked black 
enamel. Blades are finished in  semi- 
gloss, baked black lacquer. Has an air 
delivery of 1550 c.f.m. Lists at $36.00. 
Emerson Electric Mfg. Co., St. Louis, 
Mo. — Electrical Wholesaling, April, 
1936 


Machine Lamp 
Designed primarily for industrial sew- 


ing machines, this No. 16 lamp is also 
available for any machine where a small 





size, localized lighting unit is desirable. 
It is a smaller edition of the manufac- 
turer’s standard line. Ball and socket 
joints are retained for maximum flexi- 
bility with sufficient rigidity to withstand 
the shocks and vibration of modern ma- 
chine operation. Specially designed re- 
flector, reduced in size, offers direct, 
glareless light with either 15 or 25 watt 
bulbs. The base, drilled with 3 in. holes, 
may be bolted directly to equipment or 
to a special clamp that eliminates the 
necessity of drilling equipment. Finished 
in black and green as standard but may 
also be ordered in other finishes, includ- 
ing chromium. Fostoria Pressed Steel 
Corp., Industrial Lamp Division, Fos- 
toria, Ohio. — Electrical Wholesaling, 
April, 1936. 
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Circulator Fan Stand 


With a base of cast iron finished in 


black crackle, this modernistic Vans 


circulator fan stand is designed 
for the manufacturer’s line of 
11 units. The 24 in. column 
is of electro-plated bright 
nickel and 42 in. in height. Ex- 
tension shaft is also of bright 
nickel and raises three feet, 
making the fan adjustable from 
five to eight feet. A small 
stand, 24 in. in height is also 
available. Each fan is furnished 
with complete fittings for sus- 
pending from the ceiling and 
are offered with 22 in. or 19 in. 
propellers. There are single gle 
two-speed models. The small . 
stand is designed for door ledge, shelf or 
display case. Dallas Engineering Co., 
1115 Hall St., Dallas, Texas.—Electrical 
Wholesaling, April, 1936. 











Corrosion-Resistant Conduit 


Made from a non-ferrous, non-magnetic 
alloy, this conduit known as “Superduct 
is highly resistant to the usual and un- 
usual forms of corrosion. Manufacturers 
state that it has many features which are 
superior to zinc protected steel conduit 
and yet maintains the virtues ot the lat- 
ter. Its dimensions are identical. Fur- 
nished in threaded, standard 10 ft. 


lengths with a coupling at one end. May 
be cut, threaded, bent and installed with 





the same tools and in the same manner as 
steel conduit. Complete line of fittings 
is available to meet every requirement. 
Has a greater electrical conductivity than 
that of copper-silicon-manganese alloy. 
Has a weight less than 1/3 of this type 
of alloy and about 1/3 of steel, thus mak- 
ing it especially suitable in cases where 
weight is a factor. Complies with sec- 
tion 503-H of the National Electric Code. 
Listed and approved by the Underwriters 
Laboratories. National Electric Products 
Corp., Fulton Bldg., Pittsburgh, Pa. — 
Electrical Wholesaling, April, 1936. 


Industrial Signal Horn 


Producing a non-synchronous, trumpet 
blast, this all-electric, air-blasting signal 
for industrial plants is said to penetrate 
noises, where conventional signals cannot 
even be heard. Known as “Kodaire,” 
this horn was designed primarily for 





It is par- 
ticularly suitable for use with the man- 


coding and paging purposes. 
ufacturer’s “man-finding Kodekall.” 


Schwarze Electric Co., Adrian, Mich. — 
Electrical Wholesaling, April, 1936. 
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Tuning Indicator 


Known as the “Taco Tuning Indica- 
tor,’ this self-contained unit makes use 
of the 6E5 or electron-eye tube and ob- 
tains its power supply from the radio set 
| itself, through a five-wire cable connect- 
| ing with various circuits. Installation is 
| made by cutting or drilling a hole in the 
| set panel for the neat bezel ring for the 
| “window” through which the tube target 
i's viewed, and mounting the bracket be- 
hind the panel. For precise tuning the 


| 
| 
| 
| 








set operator views the electron-eye target 
of the 6E5 tube through the bezel win- 
dow. When the set is sharply tuned for 
a given signal, the black segment of the 
luminous green circle is reduced to mini- 
mum width, if not entirely disappeared. 
This “closed eye” condition indicates 
maximum resonance. Lists at $1.50, less 
tubes. Technical Appliance Corp., 17 E. 
16th St., New York City. — Electrical 
Wholesaling, April, 1936. 


Ceiling Fans 

With a two-piece oil cup and switch 
fitter, these a.c. ceiling fans are more 
easily provided with a fitter for holding 
glassware. With the oil cup and switch 
fitter made separately, the switch cover 
may be removed and a fitter put in its 
place without disturbing any part of the 
bearing assembly or breaking the oil seal. 








May be drained or cleaned without dis- 
mantling or removing the fan from the 
ceiling. Light leads are brought down 
into the switch cover of the fans and are 
accessible for easy connection to light 
socket if it becomes desirable to equip 
the fan with lights. Emerson Electric 
Mfg. Co., St. Louis, Mo. — Electrical 
Wholesaling, April, 1936. 














KILLARK 


EXPLOSION PROOF 
CONDUIT FITTINGS 


for use in hazardous locations where 
explosive vapors are found. Elimi- 
nate dangers from explosions caused 
by short-circuits and arcing switches. 














WRITE FOR BULLETIN 


Every needed size and type of explo- 
sion proof fitting. 


Made of unbreakable malleable iron 
. . . cadmium plated. 


Manufactured by 


KILLARK ELEC. MFG. CO. 
3840 EASTON AVENUE ST. LOUIS, MO. 


Entrance fittings Explosion proof fittings 
Conduit bodies Bell transformers 
Vaporproof light fittings Fuse panels 
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Coin Machine Makers Buy 
Electrical Supplies 


According to statistics placed on 
record at the annual exhibition and con- 
vention of the National Association of 
Coin-Operated Machine Manufacturers 
held in Chicago recently, the indus- 
try is a large purchaser of electrical 
supplies. The estimators figured that 
the machines required enough dry cell 
batteries during 1934-35 to operate a 
million door bells and enough wire to 
stretch from New York to San Fran- 
cisco and back. 

The estimates were arrived at from} 
these facts: 





Approximately 450,000 skill or marble | 


games were manufactured and sold by| 
the industry during these years. Each | 
table was equipped with from three to| 
eight dry-cell batteries. Each of these 
batteries had to be replaced on an aver- 
age of 45 days—about eight times a| 
year. 

Thus 450,000 times five, equals 2,- 
250,000; and 2,250,000 times eight, 
equals 18,000,000—the number of dry- 
cell batteries used in the 450,000 skill 
games for the years 1934-35, assuming 
that each game had an effective life of 
one year. 

An average of 150 ft. of wire went 
into each table. Therefore, 450,000 
times 150 equals 67,500,000. And 67,- 
500,000 ft. divided by 5,280 ft—one 
mile—equals approximately 12,750 miles. 

As some tables were not electrical, 
the statistician cut those figures in half. | 
And left were 9,000,000 dry-cell bat- 
teries, and 6,375 miles of wire. 

The figures do not include the sev- 
eral million small electric bulbs, con- 
tact points, switches, bells and alarms 
of all kinds, also purchased for the 
games. Nor do they include electrical 
supplies which also go in generous 
measure into the merchandise vending 
machines, self-photographing devices, 
scales and other products. 











+A Pair of Salesmen from Little 
Rock, Ark. Ray Glover, right, 





heads the Little Rock house of W. 
B. Davis Electric Supply Co. R. A. 
Heim is a member of his sales force 
handling all lines. 





“I’ve 

















NATIONAL ADVERTISING 
is making SALES FOR ME!” 


‘I’m selling Hygrade lamp bulbs for two reasons. First, 
because lamp bulbs are a live, clean item to handle. Second, 
because Hygrade lamp bulbs are known and preferred by 
many industrial companies and the Hygrade name is be- 
coming even more important, better known every day, due 
to steady national advertising. Add to that Hygrade- 
Sylvania’s very attractive jobbers’ proposition* and you've 
got an ideal set-up for sales.” *Send for the booklet “14 
Reasons Why,” which gives complete information. | 


Hygrade 


LAMP BULBS 
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| HYGRADE SYLVANIA CORP. Salem, Mass. — Makers of SYLVANIA Set-Tested RADIO TUBES 


-= 
Jo 























Out This Month?! 


1936 EDITION 
“VERIFIED” DIRECTORY 
of 
ELECTRICAL WHOLESALERS 








Completely revised, with 





many new listings 








































PLACE YOUR ORDER NOW 


Single Copies, $15.00. Additional Copies, $7.50 each. 


ELECTRICAL WHOLESALING, 330 W. 42nd ST., NEW YORK, N. Y. 














Lamp Guards 
by MSGILL 


Lamp Guards prove to be an economy 
by saving breakage, theft, relieving eye 
strain, reducing accidents, spoilage and 
increasing production. Every concern 
can use them. Profitable sales volume is 
possible with the complete McGill Line. 





A Type for Every Requirement—Send for Catalog 34 


The Loxon—has the lock feature—stopping Hook Handle Portables — have many new 
theft. Made with or without reflectors, for patented features. 12 types. Take regular 


regular or Mill Type lamps. or rough service lamps. 

Rubber Handle Portables—a line of portables Dreadnaught—a super-strong type of port- 
with ten unusual selling features. Users able, with weatherproof composition keyless 
like them. socket, wood handle. 

Bulldog—strong, sturdy, copper plated cage National Portable—medium priced line—open 
rigidly fitted to hardwood handle, with Lever cage with or without reflectors. 


or Keyless socket. 

Crescent Wall Guards—ideal for warehouses, 
Crescent —a light, strong guard, made of freight sheds, cellarways, factories, marine 
steel rods fastened to metal ring, and with- work, etc. 
out socket. 

Gripon and Slipon Guards—stationary type— 
Crescent Tubular—an ideal slender guard, made for regular or Mill Type lamps—priced 
2-inch diameter, for tubular lamp. to sell readily. 


Safety Vaporproef—useful around gases or 
inflammable materials. Heavy steel frame. 









Pretector “O’’—a low cost, open bottom, 
heavily tinned stationary guard, for 25-60 
lamps. 


-| MANUFACTURING CO. 


STABLISHED t 


VALPARAISO - INDIANA 
Box No. 636 
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Service With a Smile. Customers 
of the Square Electric Fixture & 
Supply Co., Jersey City, N. J., get 
lots of both when Ray Byrnes is be- 
hind the counter. 








G. E. Radio Division Makes 
Changes in Staff 


Ernest H. Vogel has been appointed 
sales manager of the General Electric 
Company’s radio division, Bridgeport. 
according to an announcement by R. J. 
Cordiner, manager of the division. For 
the past six years, Mr. Vogel has been 
associated with the RCA Mfg. Co., hav- 
ing joined that organization in 1930 as 
advertising manager. He later was ap- 
pointed radio sales manager. 

B. C. Bowe has been transferred from 
Bridgeport to St. Louis as district man- 
ager of radio sales. He went with 
General Electric in 1909 as an office boy 
in the arc lamp sales section of the sup- 
ply department, Schenectady. When the 
radio sales section was formed at 
Bridgeport, in 1930, Mr. Bowe took a 
prominent part in its activities and has 
been associated with the radio field ever 
since. 

H. W. Bennett and C. W. Griffin have 
been appointed district radio managers, 
with headquarters at Minneapolis and 
Los Angeles, respectively. R. A. 
Buescher and John Klenke are new dis- 
trict radio representatives, with head- 
quarters at Cincinnati, and Portland, 
Ore., respectively. 

E. W. Sears, who for 15 years has 
been identified with advertising and 
sales promotion, has joined the com- 
pany’s Detroit office as a radio field 
specialist. 

* 


McCall’s Article Gives 
Hints on Easy Ironing 


Under the title, “The Trick of Easy 
Ironing,” the April issue of McCall’s 
magazine will carry another in their 
series of household appliance articles by 
home service directors. Mrs. Vera B. 
Ellwood, of the Milwaukee Electric 
Railway and Light Co., the author, 
gives in easy “recipe” form the best 
ways to iron clothes. 











Among The Trade eee 





By A. B. (BUD) CONKLIN, Jr. 


> Contractors who arrive out of smokes 
at the city counter of a New Jersey whole- 
saler, can get a pack of their favorite 
brand of cigarette by dropping a nickel 
and a dime in a vending machine which 
stands at the end of the counter. 


> AmMonc THE Most ENTHUSIASTIC 
users and word-of-mouth advertisers of 
mercury vapor lighting are mill owners 
and employees. In spinning mills and 
hosiery plants this type of lighting has 
enjoyed a hearty reception. For example, 
in a Carolina wholesaling house last 
month, a mill superintendent came in full 


of questions concerning this type of light- | 
He had read about it, seen it and | 


ing. 
by then wanted a few demonstration 
units installed in his plant. 

> REcENT ConTACTS with 
industrials are buying, buying, buying. 
Wholesalers in the south expect a fairly 
decent amount of new home building this 
season. There, as in most sections, the 
shortage of homes is becoming noticeable. 


> THE WINDCHARGER continues its vol- | 
ume-march. Some complaints, but these | 


in most cases result from faulty installa- 
tions. If the dealer can be convinced that 
he should install the charger and radio 
and not leave the installation job to the 
farmer, then his grief and the whole- 
saler’s will come to a hasty finish. There 
really is a trick to it, for the amateur at 
least. 


> Most ELectRICAL WHOLESALERS in the | 
northern part of the country did a first | 








ing, district manager, General Elec- 
tric Supply Corp., Portland, pauses 
in his old office for the benefit of 
the photographer. Mr. Boring is 
now holding forth at the company’s 
modern home at 210 N. W. Broad- 
way, in the City of Roses. 
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wholesalers | 
continued to bring forth the fact that | 


| 
| gives both strength and lightness. 











“An Important 
Feature for You 
to Tell Your 


Customers” 







BETTER 
INSTALLATIONS 


with the “35 LINE” 
APPLETON UNILETS 


The new “35 Line” Appleton Unilets is 
meeting with great favor. Rounded ends of 
the cover opening and absence of ear lugs 
in the body are two important reasons for 
their success. Typical Unilet construction, 
with cadmium finish, assures positive resist- 
ance to rust and corrosion. Malleable iron 









No-Thread 
type in all 
popular styles. 


The “35 Line” comes in 14”, 34”, 1”, 1%”, 
114” and 2” sizes, in both Threaded and No- 
Thread. Write for further information. 


Sold through Wholesalers 


APPLETON ELECTRIC COMPANY 
1434 Wellington Avenue, Chicago, U. S. A. 
New York—76 Ninth Ave. 
San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. 
Detroit—7621 Woodward Ave. 
St. Louis—420 Frisco Bldg. 
Manufacturers of: 


Appleton Portable and Constant Duty Reelites 


APPLETON 
Threaded and No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. Off. 





Threaded 
type in all 
popular styles. 


\ . SS 4 





Standard for Better Wiring 


cae | 


vw 






































A Gift Day... 








PROCTOR AUTOMATIC linked into 


by this PROCTOR plan 











—, = 


PROCTOR AUTOMATIC 
SNAP-STAND SPEED IRON roc or 
a ealiaindllll IRONS e TOASTERS 
WAFFLERS 


TOASTER (Turnover Type) a Profitable Selling Season 


Planned selling can and will bring more busi- 
ness to electrical shops in gifts for Mother's Day | 
and June weddings. What better gift than a use- iH] 

== ful, dependable Proctor appliance which will | 
PROCTOR AUTOMATIC add charm and convenience to any woman's. | 
| GLOW-CONE WAFFLER home? Proctor has a Sales Plan for linking up 
these two major spring gift occasions into a prof- 
itable selling campaign which will repeatedly 
ring the bell on your cash register. See your 
jobber or write us direct. Proctor & Schwartz 


| 
| 

Electric Co., 7th & Tabor Rd., Philadelphia. 
=) 








| 














U. S. Government re- 
ports 229% gain in new 
dwelling construction 
for January and 50% 
pickup in alterations and 
repairs. 

Get your share of this 
revived market. Sell 
Fullman trouble-free 
floor boxes and recep- 
ticles. Compact — easy 
cnn acces ha install — satisfaction 
stallations, and other 214 profit all around 


locations free from Writ> for catalog. 
moisture or mechani- 
eal injury. 





Cut-away view of No. 110 Box 
showing how the tapered unit 
receptacle fits tapered opening 
in top of box body. 





NO. 330 LATROBE 
TOM THUMB 
UTILITY OUTLET 





NO. 300 “LATROBE”’ 
MIDGET FLOOR RECEPTACLE 
AND BOX 


The only non-watertight floor re- 
ceptacle and box on the market 
approved by the Underwriters’ Lab- 
oratories for installation in wood 
floors. 


FULLMAN MFG. CO. ‘finn? 
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SAIL TWIDadS ONT 






















+ Counter Men at the General Elec- 
tric Supply Corp., Shreveport, La. 
To D. L. Patrick life seems to be a 
good game. Probably it is quite 
okay with Alex Campbell also, but 
at the moment he was a bit more 
serious. 





class job of cursing the long, cold winter. 
Not so for those around eastern Kentucky 
and West Virginia. A good portion of 
their business is with the coal mines. 
Coal men were working night and day 
and the electrical equipment went through 


-|tough usage. When it didn’t quite go 


“through,” it meant orders. 


New Publications 


THe KNaAck OF SELLING. By Burton 
Bigelow. Three Volumes, 580 pp., 13 
illustrations, 24 diagrams, 8 exhibits, 5 
blue prints. McGraw-Hill Book Co., 
New York, 1936. $4.00 per set. 

Vol. 1. “Planning for More Sales” 
$1.50; Vol. 2, “Telling the Sales Story” 
$1.50; Vol 3, “Handling Objections and 
Closing More Sales” $2.00. 

Written for the experienced salesman 
who wants to earn more by selling more. 
The author is a consulting sales man- 
ager. He has sought to escape the in- 
dictment, so often made, that “‘All books 
on selling are the bunk,” by putting into 
these volumes only those ideas which 
have been repeatedly proved in the field, 
Three hundred examples of actual sales 
situations and conversations are used to 
illustrate the selling principles set forth 
in the various chapters. An index is 
provided at the end of each volume. 


Crosley Adopts Refrigerator 
Protection Plan 


Applying to both open and sealed type 
protection units, the Crosley Radio 
Corp. has announced a five-year protec- 
tion plan on Shelvador refrigerators. 
The plan is optional and requires an 
added charge of five dollars to the sug- 
gested list price. The plan is retro- 
active and can be applied to all 1936 
models that have been sold. 
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Trade i ity: Sales Punch 
with Same Lighting Cost 


Size and Weight Restrictions.” Official 
interpretations of state restrictions on 
size and weight of trucks and trailers. 
Here is sensational show window light- 
ing improvement that offers big oppor- 
tunity for Electrical Contractors. 


Arranged alphabetically. 54 pp—Four 
Wheel Drive Auto Co., Clintonville, Wis. | 
Casseroles and Roasters — 26 page 
prospectus on “Nesco” electric cooking. 
14 in. square. Lavishly designed and il- 
These New Sterling Lite-Flo Reflectors 
step up the attention-attracting power 
of show windows amazingly, using the 
same lamps—the same operating cost. 
Every merchant wants better lighting— 


lustrated. Covers full story on manufac- 
ture and sale of cookers. Includes 

when it costs practically nothing, that’s 
BIG NEWS. 


























statistical survey of comparative volume 
of sales of various electrical appliances, 
illustrations and descriptions of available 
sales manuals, window, counter and bill- 
board displays, advertising cooperation 
and special campaign service.—National 
Enameling & Stamping Co., Milwaukee, 
Wis. 

Conduit Fittings—Catalog No. 10. Re- 
vised. A complete listing of the new 
Form 35 line of threaded and no-thread 
“Unilets.”—Appleton Electric Co., 1701 
Wellington Ave., Chicago, II. 


These New Sterling 
Lite-Flo Reflectors with 
Lite-Flo Stipple multiply 
window display lighting 
effectiveness. 





Fans — Illustrations, descriptions and 
specifications covering 1936 line of “No- 
Draft” fans and ventilators. 20 pp. — 
Victor Electric Products, Inc., 712 Read- 
ing Road, Cincinnati, Ohio. 

Fans—Catalog No. X-1149. Profusely 
illustrated. Complete description and 
technical data on 1936 line of wall, ceil- 
ing and desk fans, air circulators and 
ventilating equipment. 24 pp—Emerson 
Electric Mfg. Co., St. Louis, Mo. 


Fans—Folder No. X-1150. Descrip- | Using old style reflector note how 
tions and prices covering line of popu- | light 1s wasted on upper section of 
lar-priced fans. 4 pp.—Emerson Elec- | window and spilled over the sidewalk. 


tric Mfg. Co., St. Louis, Mo. 


Floodlights—General and technical in- | More display lighting value for the same 
formation concerning floodlighting for |operating cost is accomplished through 
= dete is a Sues tae revolutionary improvements in reflector 
e€acn sport individually. rotusely 1 3- . ’ e 
ak 52 pp.—Crouse-Hinds Co., Seem | design. These New Sterling Lite-Flo 
cuse, N. Y. | Reflectors conserve light wasted by old 

istyle reflectors and concentrate it on the 
‘lower front of the window—the heart of 
__ |the display—the FRONT-LINE of Sales 


Appeal. ee 
'A demonstration of Sterling Front-Line | 
|Lighting quickly convinces experienced 
'merchants and display men. Win prestige 
‘and extra business. Be first to show 
| Sterling Front-Line Lighting to mer- 
[chants in your territory. Sterling En- 
'gineers furnish suggestions and Front- 





Sterling Lite-Flo Reflectors con- 


. eee : Pirate this light aad trate it 
Line Lighting plans without obligation. the FRONT-LINE he pe ge ead 


Write for complete information and 
prices. 








GET THIS INFORMATION 


REFLECTOR & ILLUMINATING CO. 
1437 W. Austin Ave., Chicago 

Send complete description, prices and discounts on 
H New Sterling Lite-Flo Reflectors. 


We have a show window lighting problem and would 
like you to make suggestions on Front-Line Lighting. 


ENDURING 





+ Recent Host—When the West- 
inghouse’ Electric Supply Co. 
brought their range and refrigerator 
show to Tulsa, Okla., recently, W. 
A. Brent, thé company’s district 
manager there, had a large crowd 
on hand to witness both afternoon 
and evening shows. | 











+ WER ce do ceweedaees os ‘ 


Address... .-. 
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EST 1857 


TRADE MAR 
Ree 


Saw 





pliers that careiente Klein trade-_ 


mark represents the maximum in 
pes quality: ep 








light of modern mass production 
are necessarily more costly. | 
On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 





3200 BELMONT AVENUE, C 
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+ They Make the Shipments Fly in 
the warehouse of the Eastern Elec- 


trical Supply Co., Newark, N. J. 
The smiling gentleman on the left 
is Max Kalishman. Joseph Dakle- 
man is just behind. Adolph Franz 
is in the middle, with George 
Reichey, Jr., on the extreme right. 
In between is John Pfeifer. 





Lugs—Trade Bulletin No. 37. Lists 
and describes complete line of soldering 
lugs, solderless lugs, fuse clips, and ter- 
minals.—Dante Electric Mfg. Co., Ban- 
tam, Conn. 


Outlet Boxes—Bulletin No. 1021. Re- 
vised. Lists outlet boxes and covers, 
switch boxes and miscellaneous conduit 
fittings—Appleton Electric Co., 1701 
Wellington Ave., Chicago, IIl. 

Protective Coating — Engineering 
folder, outlining nature and uses of “Pli- 
cote,” a rubber derivative protective 
coating designed to prevent all types of 
corrosion. 12 pp. — Watson-Standard 
Co., 225 Galveston Ave., Pittsburgh, Pa. 


Radio—Volume Control Replacement 
Guide. Lists the proper replacement for 
a defective volume or tone control in 
practically any manufactured set. In- 
cludes practical data on all types of con- 
trols and fixed resistors, resistance for- 
mulae, resistance self-calculators, cir- 
cuits, etc. 80 pp.—Clarostat Mfg. Co., 
285 N. Sixth St., Brooklyn, N. Y. 

Ranges—Catalog F-600. Illustrations, 
descriptions and complete specifications 
covering line of automatic electric 
ranges. 36 pp.—Edison General Electric 
Appliance Co., 5600 W. Taylor St., Chi- 
cago, IIl. 

Ranges — “Your Pocketbook.” A 
manual for electric range salesmen. 
Written by Walter Ayers. Includes 
methods of determining the market, 
methods of approach, of building up the 
sale and of closing; a list of the most 
frequently raised questions and _ the 
proper answers, together with general in- 
formation on ranges and electric cook- 
ing. Illustrated. 72 pp.—Electromaster, 
Inc., Detroit, Mich. 

Refrigeration — Bulletin No. CA-21. 
Technical and general information about 
commercial refrigeration compiled from 
field studies and laboratory research. 
Illustrated. 24 pp.—Frigidaire Corp., 
Dayton, Ohio. 

Safety Switches — Data on “Vacu- 
Break” switches including illustrations 
of switches and individual parts. Speci- 
fications include prices. 16 pp.—Bull 
Dog Electric Products Co., Detroit. 
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50 Amp. 
SYNCHRONOUS 
TIME SWITCH 





A thoroughly reliable, high quality time 
switch that will give many years of de- 
pendable service. 

The result of over 26 years of exclusive 
time switch manufacture, this product 
offers the latest in design and con- 
struction. 

Approved oy the Underwriters’ Labora- 
tories and fully guaranteed by the manu- 
facturer. 

Write for complete literature 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1911 Mead St. Racine, Wis. 




















Wholesaler 
Profits . 


. from 
WOLVERINE LUGS 


Wolverine policy of distributing 
Soldering Lugs only through rec- 
ognized wholesale channels has 
been’ consistently maintained 
through the years. 

The high quality and excellent 
reputation of Wolverine Lugs 
make them’ ready’ volume 
builders. 

Factory stocks, amply large, 
facilitate prompt shipment of 
any size Lug in any quantities 


needed. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 











This Master 
Station 
Telephone 
System 


sells for only 
$9.13 per station! 


This modern master station tele- 
phone system for six telephones 
—typical of the SERV-U-FONE 
line — sells for only $54.75, in- 
cluding master telephone and bat- 
tery box. 


Other SERV-U-FONE systems list | 
for as low as $12.00 (for the 2- 
station system). These prices 
open up a tremendous market, | 
hitherto unexploited, for reason- 
ably-priced private communica- 
tion facilities. 


Take advantage now of the profit- 
making possibilities in this new 
product and new market. Send 
for catalog and confidential dis- 
count sheet, or consult our nearest 
representative. 





SERV-U-FONE systems are 
designed for private service. 
They cannot be connected with 
the public telephone system. 


American Automatic 
Electric Sales Company 


1033 West Van Buren Street 





| possibilities. 


Specialties—Technical data, including , 
prices, covering line of electrical special- | 
ties. Includes lamp guards, reflector | 
guards, connectors, socket adapters, and | 
extensions, plug receptacles, wire ter- 
minals, plugs, switches and push buttons. 
Illustrated. 16 pp—Frank W. Morse 
Co., 301 Congress St., Boston, Mass. 


22-3. | 


| 
| 


Speed Reducers — Bulletin No. 
Illustrations and descriptions of a line 
of motorized speed reducers. 4 pp.— 
Janette Mfg. Co., 556 W. Monroe St., | 
Chicago, IIl. 


Switches — Revised complete price 
list and index No. 9. Supersedes No. 8. 
Ten revised catalog pages with changes 
on 41, 42, 51-54, 59-62, 67, 87-89, 103, | 
174. For loose leaf catalog No. 16.— 
Trumbull Electric Mfg. Co., Plainville, | 
Conn. 


Time Switches—Bulletin GEA-1427E. 
Descriptions of general-purpose auto- | 
matic time switches, types T-17 and | 
T-27. Illustrated with photographs and 
drawings of equipment and installation 
8 pp.—General Electric 


Co., Schenectady, N. Y. 





| 





Chieago 


Window Reflectors — 4 page folder. 


Descriptive material and illustrations of | 


“front-line lighting” with the new Ster- 


ling “Lite-Flo” window reflectors.—Re- | 


flector and Illuminating Co., 1431 W. 


Austin Ave., Chicago, Ill. 


Wiring Devices—Bulletin 54-32-3. Il- 
lustrations, descriptions and_ technical | 
data covering complete line of wiring 
devices. 66 pp.—General Electric Co., 
Appliance and Merchandise Dept., 
Bridgeport, Conn. 


Wiring Systems—Bulletin No. 51-611. | 
Reference manual for architects and en- 
gineers giving complete information, 
specifications and diagrams covering 
radial wiring systems. 28 pp.—General 
Electric Co., Appliance and Merchandise | 
Dept., Bridgeport, Conn. 


| 
| 
| 


| 
| 
| 








+ Well Pleased seems J. E. (Bud) 
Whitfield, Appleton Electric Co., as 
he looks down at the desk of L. T. 
Clipson, manager electrical depart- 
ment, Evansville Supply Co., Evans- 
ville, Ind. Mr. Clipson, an electrical 
engineer, helped to form that de- | 





partment last fall. So far the firm | 
has been dealing chiefly with indus- | 
trials and mines, but are preparing | 
to go after the contractors. 
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GET READY NOW 
FOR SUMMER PROFITS 


with acomplete line of 


HUNTER FANS 


Specialists in Fans Only Since 1886 























Outstanding whole- The 
Salers offer their trade HUNTER 
the finest products— LINE is 
and the finest in Fans 
is HUNTER. COMPLETE 
FEATURING 
rac 
’ £ 
OUR and Counter Fans 
th Sealed, 
_ nn 
Ss. 
GUARANTEE . : 
MAKES No Lubrica- 
THEM bie a 
EASY T0 nm 
SELL 











WRITE FOR CATALOG 
HUNTER FAN & MOTOR CO. 


Atlanta . Boston . Chicago . Cleveland 
Dallas . Detroit . Kansas City . Memphis 
New Orleans . New York City . Phila- 


delphia . Pittsburgh . Washington 
| AT MRIs RET SS 
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CRESCENT 


—for Economical 


lasting SERVICE 


Tinned annealed cop- 
per conductors 





30% longlife rubber 


insulation 


Colored weatherproof 
flameretarding cotton 


braid 


Concentric tinned 
copper neutral con- 
ductors 
Flat galvanized steel 
armor 


Double moistureproof 
tape belt 


Weatherproof satu- 


rated heavy cotton 
braid 


Flameretarding — finish 
suitable for painting 
color of supporting 
surface. 





ARMORED CABLE 
APPLIANCE CORDS 
BUILDING WIRE—AIl 


Types 

CONTROL CABLES 
Braided and Lead 

FLAMEPROOF WIRE & 
CABLE 

FLEXIBLE CORDS & 
CABLES 

FLEXIBLE STEEL 
CONDUIT 


LEAD-COVERED 
WIRES & CABLES 





NON-METALLIC 
eenaapneee SHEATHED, CABLE 
PARKWAY CABLES 
ENTRANCE POWER CABLE 
CABLE RUBBER INSULATED 


WIRE & CABLE 
SERVICE ao ANCE 
CABLE 


SIGN AL CAB 


Underwriters 


Laboratory VARNISHED 1CAMBRIC 
Type SE CABLES 

And all kinds of spe _ 
Style ABN cables to meet a? 


A.R.A., I.P.C.E.A.. fon 
all railroad, government, 
and utility companies’ 
specifications 


CRESCENT 


Insulated Wire & Cable Co., Inc. 
Trenton, N. J. 
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ified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 


Class 





Representatives Wanted 


New York Manufacturer of modern 
Indirect Lighting Units for commercial 
and residential use has openings for 
salesmen in Southern, New England, 
and Middle Western states. Real inno- 
vations in lighting equipment that have 
had some splendid national publicity. 
Write in confidence for full information. 
Box 40, ELecrricaL WHOLESALING, 330 
W. 42nd St., New York City. 


Chicago Manufacturer of lighting 
equipment has opening for manufacturers 
agents in the following cities: Philadel- 
phia, Minneapolis, St. Paul, Kansas City, 
Columbus, Oklahoma City, Denver, Salt 
Lake City and San Francisco. This is 
a rapidly expanding company established 
in 1929 and manufacturing many new 
items of unusual sales appeal, such as 
flush lighting fixtures, indoor and out- 
door floodlights and high efficiency 
metal show window reflectors and units. 
Experienced lighting men are wanted as 
representatives in the above territories. 
We desire men preferably who are now 
handling other lines of lighting equip- 
ment and who are interested in obtain- 
ing a line that is competitively priced. 
This is a real opportunity for the right 
man. Write in confidence for full in- 
formation. Box 44, ELecrricaL WHOLE- 
SALING, 330 W. 42nd St., New York City. 


Lines Wanted 


For Canada—Take advantage of the new 


ee 
% 
*- 
Be 
a 
se 
bod 
= 
. 


amy 


4 





+He Knows the Contractor—At 
that, G. B. Tucker should, because 
he was one of them for a number of 
years. Today and for the past two 
years, Mr. Tucker has had charge 
of the electrical department of Or- 
gill Bros. & Co., Memphis. 
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YAGERS’ 
has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


Vy pound cans. . . $0.50 ea. 

1 poundcans... .80ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 








Ask for 
FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 














Deo you hnow the 
TRUTH about WIRE HOL 


LMOST all wireholders, regardless 
of make or type, possess a me- 
chanical strength more than twice that 
which they will ever be called upon to 
exert. All wireholders have a dielectric strength which 
allows a margin of safety SEVERAL TIMES the actual 
electrical load which will ever be placed upon them. 
These things can be taken for granted when you select 
any good make of wireholder. 


























+*Dis You Hear This One,” asks BUT: all wireholders are NOT alike in quality of ap- 
: tis ite e, trea r . . . . 

Gubes Rlecteieal Sexele Co. Holy- pearance, ease of installation, resistance to time and the 
oke, Mass., as he shakes hands weather and freedom from rust stain on the building or 
with Harry Ford, one of the com- Ls h 

pany’s salesmen. Mr. Ford either support on which they are mounted. These are the 


bent back too far with laughter, or 
was camera shy. It’s a striking 
likeness of his hand though—yes? 


things which you must consider when you are in the 
market for wireholders. However, even these 
important qualities can be taken for granted when 
you ‘Specify Porcelain Products.” 









Canadian market created by _ recent 
tariff changes. Canadian sales agency 


is looking for representation on com- 

mission basis of reputable manufactur- P @) R Cc E L Al | a Te) DUCTS ; INC. 
er’s products that can be sold to whole- 

salers, jobbers, stores, consumers, or PARKERSBURG WEST VIRGINIA 
direct to industrials. Box 42, ELEcrRICAL 
WHOLESALING, 330 W. 42nd St., New 
York City. 





Miscellaneous 


Surplus Stocks Bought for cash. Sell | 

us your surplus and slow-moving stocks 

of wire, cables, conduit, fittings, lighting S I OKER LINE 
fixtures, wiring devices, etc. Send us 


your list and we will give you our offer 
or have our representative call on you. 


Box 43, ExecrricAL WHOLESALING, 330 riced to compete 


W. 42nd St., New York City. 


50% Discount on V.V. Fittings and in L é small-home market 


Taplets. Galvanized stock. Send us 
your orders. Freight allowed on 200 
lbs. and over. 5% cash discount. Box 
41, ExvecrricAL WHOLESALING, 330 W. 
42nd St., New York City. 


Phenomenal acceptance of our 1935 —floor plan for display stokers. 
automatic coal stokers has created a 
business volume that, with new cost- 
reducing machinery, enables us to 
announce drastically lower prices for —participation in local advertising. 
1936 . . . on regular precision-built 
Link-Belt models, with new exclusive 


—advertising, promotion, sales and 
engineering assistance. 


—national advertising on stokers; 
the company’s products advertised 


\A\ -- engineering features added. The line : 
Q) see) is complete: domestic to 300 H. P. sa — Gen 100 sanete — 
ed, Backed by a world famous, $18,000,- —traveling representatives to help 





Gecasenge uae 000, AAAA1 rated company, 60 years the dealer train men, survey jobs 
NO SOLDER + NO in business, is an effective merchan- and close sales. 
TAPE *-NO TOOLS dising program that includes: Write for literature and dealer plan; 
UNIVERSALLY AP- —direct factory financing on a new’ we will advise you if your territory 
PROVED + UNI- 5% plan. is still unassigned. 


VERSALLY USED LINK-BELT COMPANY 


One Size for All 
Common Joints wacaie 
Stoker Division 2410 W. 18th St., Chicago 


Only the Conex Bakelite Connector has the removable 
Cadmium insert for time-saving wire connecting and 
inspection. Write for samples. 


Patent Nos. 1678752, 1700985 


WEISS & BIHELLER Merchandise Corp. 
ew York, N. Y. 


584 Broadway N 
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A THOUSAND TIMES 


set screw contact 

flattening or separating of 
wires 

special tools required to 
make connection 


limitation to one size wire 
costly castings or forgings 
shearing effect whatsoever 


need for you to search any 
longer for the PERFECT 
Solderless Connector— 
we have it! 








Iisco solder lugs show the size of the largest 
wire they will take. 


FREE —A large display 
board, containing mounted 
samples of ILSCO lugs. Sent 
upon request. 














Ilsco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 











SILENT BLADE FANS 


The new Cool Spot A smart-looking fan line not 
only appealing in design but 
more serviceable than ever... 
as free from noise as modern 
engineering can make fans... a 
everything it takes greater volume of air farther— 
evenly, smoothly, quietly. With 
to make quick Signal Fans go a reputation 
tabi l that’s known far and wide for 
Preeere seer * quality and service. Write now 
~-= end satistied for Signal’s 1936 merchandis- 
ing program. 


line of popularly 


priced fans has 


customers - 





SIGNAL ELECTRIC MFG. CO. 
MENOMINEE. MICHIGAN 
Offices in all principal cities 
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SHERMAN 


BRASS OR BRONZE 
FIXTURE CONNECTORS 





“The Perfect 
Solderless 
Connector” 
_ ., Corner View Only one size needed— 
U. S. Pat. No. 1352032 fits all wires, No. 12 or 
APPROVED smaller. The screws can’t 


come out. So simple that 
poor connection can’t be made, Bridge in center pre- 
vents wires from passing through or getting under 
wrong screw. 





The bronze fixture connectors are made espe- 
cially for outdoor use. Universally favored for 
Neon sign work. Made of high copper bronze 
—weather resisting. Construction same as the 
brass. 











Send for Trade Bulletin No. 10. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 

















THE 
ORIGINAL 
SOLDERING 
a to BO 


A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 














The Couch 
“POWERITE” 


AC to DC Rectify- 

ing Units for Tele- 

phone and Signal 
Installations. 





A fertile market 
exists amongst con- 
tractors who spe- 
cialize in Apartment 
House and _ other 
Telephone work. 





Write for Bulletin. 


eg se S$. H. Couch Co., Inc. 
4 . oy? 5° 
6 v., % amp. D.C. North Quincy, Mass. 





























CLOCK 


controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 








ELECTRICAL WHOLESALING — April 1936 





FAST ACTION 
IN THIS 


TRIPLE 
PLAY! 


TAPE 


PLYMOUTH RUBBER COMPANY, Inc. 
CANTON, MASS 





PLYMOUTH 
WHOLESALER Ba 
to 


DEALER 


AND CONSUMER 


Manufacturers s 


Since 1896 7) 1) a TO Cr haan 








Isn’t it obvious that 


the troubles that blow fuses 
should originate in circuits— 
not in fuses 





9 FUSES. 





S DONT 


BLOW NEEDL 



































The 10 Features in the patented 
FUSE-CASE design— 
eliminate heat from poor contact . . . injury 
to the link . .. or other self built fuse hazards 
that might fool the fuse into blowing need- 


lessly and plunging the plant into a sense- 
less shutdown. 


The Super-Lag development in 
the FUSE-LINK— 
keeps it from popping out on motor starting 
currents or harmless overloads . . . permits 
fuseing closer to load for better protection 
. . and prevents money wasting, useless 
shutdowns. 


A practical sales suggestion 
On the BUSS price sheet in your binder is outlined a 
brief sales talk for your use. From time to time refresh 
your memory by referring to it—or better still talk to 
the BUSS Fuse Man in your territory. He is contin- 
ually getting new ideas from headquarters to pass along 
to you. He is always ready to help you when he can 


—use him. 


BUSS super-lag FUSES 


MADE TO NOT TO BLOW 





